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Sell Those Strangers! 


Yes, your credit bureau can give you the past 
history and paying habits of almost any newcomer 
in our community. This will be especially important 
in the months ahead, when maintaining profits from 
credit sales will depend on two points: 


® You need new credit customers; 
® You need to screen them carefully. 
With this in mind, stress the fact that you 
sell on credit. Invite applications—then check 
each newcomer’s paying habits and present economic 


status with a Previous Residence Report from your 
credit bureau. They’re ready to help you. 
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STANDARD APPLICATION FORM 


HE sale of over four hundred thousand during the past year is con- 
clusive testimony of the popularity of this form. Increase the efficiency 
of your department by ordering a supply immediately! 


+ 


The actual size of the form (reproduced below) is 6 inches by 9 inches. 
Printed in one color. Blocked in pads of 100. Prices: 100, $1.00; 500, $4.00; 
and 1,000, $7.00. Postage is extra. 
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...Instantly and 
without Question 


Credit-sound charge custo 
mers are on importont 
asset to modern reto 
trade. It poys to keep them 
satisfied! Retoilers big 
and small and from coast 
to coast have proved that 
the KELLOGG Credit 
Authorizing System keeps 
good charge customers 
happy by expediting credit 
opproval to the Nth degree 


Kellogg Credit 
Authorizing Tele 
phone ond Soles 
Slip Perforctor 


1) Sales person makes 
out chorge soles slip 
‘ diols proper credit 
avthorizer and places 
slip in Kellogg Per 
forator built into Credit 
Authorizing phone 


(2) Credit authorizing 
clerk locates customer's 
file presses a button 
thot operotes the Per 
forator, indicating that 
credit is OK 


[3] The entire transaction 
tokes just o few sec 
onds—is error-proof 
There are no annoy 
ing questions, no 
guess work 


G4 G Reletc: 


(at lis 


KELLOGG SWITCHBOARD AND SUPPLY COMPANY 


6650 South Cicero Avenve, Chicoge 38, IHilinois 


ait GET THE FACTS 
err’ let us explain in detail how 
couroN you con improve relations with 


7ooA* your valuable charge customers 
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. 


Kellogg Switchboord and Supply Company 
6650 S. Cicero Ave., Ch 38 


290 


Dept 4k 
Pleose send us complete information on credit ow 
thorizing procedure 


NAME 

COMPANY 

ADDRESS 

city ZONE STATE 
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Sound Credit, 


Our First Line of Defense 


Henry H. Heimann 
Executive Manager, National Association of Credit Men 
New York, New York 


An Address Given at the Annual Conference of the N.R.C.A., Chicago, Ill, June 26, 1951 


OU WHO ARE assembled here deal with 

one of the most potent forces in the world, 
credit. Next to atomic energy it has the greatest 
power and influence in the development of in 
dustry and commerce, of a high standard of liv 
ing, and of a happy citizenship. If credit is un 
soundly used or misunderstood, or placed in the 
hands of the inexperienced who do not know its 
potency, it can play havoc with the whole economy 
of a nation, and the world as well, as it has so 
frequently done in the past. 

We who carry the responsibility for credit policy are 
taced today with a peculiar situation. To a great degree 
our policies are being formed and administered for us by 
our Government. In private life, the first question we 
would ask is, what is the measure of competency of those 
who assume to dictate credit policies? Asking that ques- 
tion, we would turn to the record. Need I remind you 
that the record of the Government is hardly one that 
would give the people confidence in its administration of 
credit? 

We have all sorts of credit alarms. We have restric 
tions such as Regulation W, which in times of crisis may 
be justified; but the reasoning usually advanced for even 
such a credit restriction as Regulation W fails to take 
into account many factors. Let a bureaucrat take a look 
at the statistics of personal credit, let him watch the 
thermometer rise and fall in personal credit, and he im- 
mediately reaches conclusions without analyzing the cause 
of the rise and fall. He is certain to assume that credit 
causes the rise and fall of business. In this he is reach 
ing a half-true conclusion. Credit is bound to rise when 
commerce is heavy and when production is on a high 
basis. It is bound to rise when dollars are worth 47 
cents. You are bound to need more credit and have a 
higher statistical total of credit when you are producing 
a record total of goods. Credit can stimulate production 
and can stimulate business, but it should never be over- 
looked that it also follows business and that it is not 
credit alone that causes peak business production. 

The greatest thing that the Government of the United 
States could do to make all individuals and all businesses 
credit-conscious and anxious to conserve credit would be 
for Washington to set the pattern. I never knew of a 
conservative, thrifty individual paying much heed to the 
advice of a spendthrift or a man of prodigal inclinations. 
If such a man so desired, he could give sound credit 
advice, but in his own opinion if he did so he would spoil 
his own game and miss much of the fun as he sees it. It 
has never occurred to many of the Government's planners 
that credit is so powerful and that its leverage upon 
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business and industry and consequently the economi 
state of the nation is so important that a credit squeeze 
can play havoc, just as a very liberal credit such as we 
have experienced in the housing field can produce uncon 
trollable inflationary effects. 

Presently, aside from Regulation W and X, there are 
in existence the Voluntary Credit Controls. These are 
handled by the banks, and may I say that the most re 
assuring thing about the whole Voluntary Credit Control 
program is the high character of the individuals who com 
pose the Committees who pass judgment on credit applica- 
tions. But even a Voluntary Credit Control can only be 
kept in effect during a crisis. If you would lower the 
standard of living of America, if you would destroy the 
great American industrial machine, you could be sure of 
doing so by keeping existing Voluntary Credit Controls 
in effect after the time for their need had passed. 

It is sometimes disheartening to note the double talk 
by public officials and to evaluate the advice and counsel 
they are so generously giving. It is tragic to contemplate 
when you consider their own operations. 

It has been recommended that municipalities and State 
Governments hold up their projects, cease issuing more 
bonds to prevent credit inflation, and defer all but the 
most needful types of work. This is sound advice, but 
just look from whom it is coming. How can the Federal 
Government, which practices none of these principles, 
tell other forms of government, which are presumed to be 
independent in their own right, to follow a program 
that they who administer the Federal Government do 
not practice? 

Voluntary Credit Controls 

Again, in the Voluntary Credit Controls it is suggested 
that new equipment to meet competitive costs, if it is 
intended for a non-defense industry, should be deferred. 
You can do that for a short period of time but if you 
do it for a long period of time you follow exactly the 
pattern that was set in England. England today is 
suffering from its antiquated equipment and from the 
fact that it did not keep abreast of industrial competition. 

It is logical that people ask: What has Government 
done to insure confidence in credit? Has it controlled 
its own normal operations? If business is to be con- 
trolled in prices and earnings, why don’t we set a ceiling 
price on the appropriations for the business departments 
of Government. If beef prices are controlled, why are 
not the appropriations for the Department of Agriculture 
controlled? If wages are controlled, why do we not set 
a ceiling on the appropriations for the Department of 
Labor, and if credit is to be controlled, why do not the 
Treasury Department and the Procurement Agencies set 
a pattern of self-control in items that are not needed for 
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detense The basis of credit in all Governments is a 
sound fiscal policy. 

To me it is significant that we have had a lull in the 
inflationary spiral. But it is only that, just a breathing 
spell. The wider distribution of defense production 
which in my opinion will take place in the early part of 
next year and reach its peak perhaps ibout in September 
and begin to taper off after the first Tuesday in Novem 
ber, or thereabouts, unless we are at war, has not yet 
sifted down through our economy Our production 
facilities are so great that we have been able, in the 
shifting period, to produce civilian goods beyond what 
was estimated, but everything points to a continuous re 
sumption of the spiral of inflation once the defense orders 
start to roll. Personal incomes will be high, every man 
and woman able and willing to work will have no 
difficulty getting a job at a fair wage, agricultural in 
come will be very satisfactory, and business earnings 
though undoubtedly they will decrease approximately 20 
per cent, will still be representative of an operating re 
turn on the investment. This means, then, that these 
forces will work for a resumption of inflation. 

Let us go back to the present lull and analyze under 
what conditions our inflation was temporarily checked 
Some people in Government might resent such an analysis, 
but historically a point has been proven even .in the 
interim period. 

It is significant, in my opinion, that the check to in 
flation is concurrent with a surplus in Government opera 
tions instead of the usual deficit. It is significant, in my 
opinion, that the breathing spell from inflation is con 
current with a rise in interest rates and a discontinuance 
of the support of Government Bonds. It is significant 
that the breathing spell is concurrent with a new peak in 
production. These are the factors that make for sound 
economy, but when you look ahead you can readily see 
that they will not all be with us in the months that 
follow. That is why the spiral of inflation will resume 
as deficits in our Federal Government return. 


Operating Under a Price Control System 


Presently you are all operating under a price control 
system. Let me say a word about controls and regula 
tions. No Government economic planner throughout 
history who invoked controls and regulations—and there 
is nothing new about them, because they were put into 
effect as much as 4,000 years ago—ever emphasizes this 
point. When you have to resort to controls and regula 
tions the very basis of your action is the need of dis- 
tributing less goods than the people want. The theory 
is that you are going to make an equitable distribution on 
a shortage of goods. You can see, therefore, that it ties 
in very closely with a lower standard of living. Needful 
though it may be in a crisis period, it must be evident 
that the controls and regulations must and should be 
abandoned the moment we are no longer faced with a 
crisis situation. 

Speaking of price controls, there is one clear exception 
that goes through all the history of all control and 
regulatory measures. That is taxation. It seems to be 
uncontrollable. We have already reached the point in 
taxation where much of the incentive in people is de- 
stroyed. New business creations are showing a declining 
trend. People would prefer not to subject themselves to 
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the pushing and pulling around by Government that is 
experienced by the business. 

It is a most difficult thing to get people tax-conscious 
to the point where there is virtually a peaceful tax revolu- 
tion. The reason is that taxation is not exposed. Many 
people still foolishly believe that all they pay by way of 
taxation is the measure of money they pay to the Federal 
and State Governments for income and real estate taxes. 
They do not realize that in every article they buy the 
hidden tax factor is a heavy element of cost. Something 
dramatic must be done to bring home to our public a 
realization of their tax load that will cause them to 
demand economy of government. They must be educated 
the hard way so that they will insist that the objectives 
of a republican form of government be carried out, that 
it is the Government's responsibility to serve the people, 
and not the people to serve the Government. 

Some years ago | suggested a dramatic way of calling 
our tax load to the attention of everyone. I was not put 
in jail for it then. I may be by repeating the suggestion, 
but I will take a chance. The average man, let us say, 
works eight hours a day. The tax bill is easily 30 per cent 
on his income. Let us assume he goes to work at eight 
o'clock in the morning. This means that until 10:24 he 
has done nothing but labor to support the Government. 
That is the time every factory in the United States 
should blow a whistle that would give him notice that 
from 10:24 he was working for himself. 

Again, the average company will pay conservatively 
60 per cent of its gross earnings in taxes. That means 
that four hours and forty-eight minutes of the time the 
factory is in operation the result of the management's 
effort goes to the Government. Assuming you have an 
hour for lunch, let the factory again blow the whistle at 
1:48 so that the men in the shop will know that from 
that time forward the company is on its own. Unless 
something of this kind is done, we will soon become a 
nation of share-croppers and all our industry and effort 
will be for a prodigal Government. These Government 
controls are put in effect so quickly through a crisis, real 
or manufactured, which seems to be with us from time 
to time, that before we know it, much of our independ- 
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ence, freedom and normal way of life is in a vanishing 
state. 

It is easy, you say, to criticize the Government. What 
could be done in a crisis such as this that would restore 
confidence? Let us take the field in which we operate. 
Let us assume that we are sincerely trying to get credit 
controls and regulations administered well. What would 
we do? If the Government wants Regulation W = ad 
ministered well, let it draft retail credit men, the most 
competent you have to offer, and place in their hands the 
Regulation W. You can rest assured it will be soundly 
administered if that is done. 


Certified Government Balance Sheet 


If the Government wants to administer RCF without 
mink coats and other accessories let it draft wholesale 
credit men and bank credit men and you can rest as 
sured the job will be well done. 

If it wants to present a fair and honest picture to its 
people on its fiscal operations let it call upon the Ameri 
can Institute of Accountants to furnish accountants of 
such character that they will insist upon a certified 
Government balance sheet that is honest and informa 
tive. 

If the Government wants to pursue a procurement 
policy that is economical, let them turn to the Purchas 
ing Agents Association and draft some of the best buyers 
in the country. 

If the Government wants to avoid a duplication of its 
inventories and excess buying let it turn to the Con 
trollers Institute for men whose whole business through- 
out their life is to watch these items. If the Government 
wants to be fair in its renegotiation of contracts, let it 
call upon the Cost Accountants to furnish the personnel. 

You follow a progr. of this kind and you will get 
good financial governmenc, but you will not build up a 
political machine and you will not lend a willing ear to 
cronies or to political hacks but you will get goed 
government and your program will be in the nation’s 
welfare. 

I have talked almost continuously about government. 
The reason I do is that it is the basis of our credit. With- 
out good government you can't have sound credit. 

We need to be a united people in this world situation. 
Petty politics must cease, and we must strive for states 
manship. We speak of the need of bipartisanship. We 
have had none, absolutely none, and we are paying the 
penalty for it today. Bi-partisanship means consultation 
of the two parties and their leaders before, not after, a 
policy is inaugurated. The purpose of bi-partisanship is 
to frame a policy, the best policy for the nation, but 
even when the policy is framed, bi-partisan means bi 
partisan administration of the policy. How many Re 
publicans are in the various positions arising out of our 
foreign aid program? It is a simpler question to ask, are 
there any? If the minority party is gullible enough to 
take a synthetic bi-partisanship and refuses to discuss 
foreign policy issues as it has done in two or three past 
elections, then it deserves to go down into defeat. 

The American people are yearning for a choice. They 
want the right to make a decision between two people 
who represent opposite views. They do not want two 
candidates alike in thought. They have had their fill of 
this. 
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Buy a Brick, 


The subject, for instance, of the cost of our foreign 
iid is one that should be debated. What use is made ot 
> 


What is the moral consequence of it? Are 
we building an international WPA? Are we actually 


the money 


attaining the first objective of getting people to begin to 
help themselves, we furnishing the means to make the 
start? Are we doing all of this at the expense of our 
own economy to the point of where we will be in 
jeopardy 4 

Is the whole international problem so involved that 
we find it difficult to find a consistent course with our 
allies? If England socializes steel, mining and other 
industries, what position does it put us in if we challenge 
the socialization of oil in Iran? 


Another question we must ask ourselves Are we, in 
this close association with our allies, picking up too many 
of their programs which may be to their interest but not 
to ours, since they certainly do not fit in with a repre 
sentative torm of government. Most ot us have 
ibhorrence for these socialistic tendencies but that 
horrence is fast melting away through too close associa 
tion by too many of our people with a so-called free and 
easy way of life—the let’s-have-fun-while-the-money-lasts 
life of some European countries. 

There are many backward people in this country, anc 
we must realize that we are living in a world revolution 
a revolution which has been prophesied time and again 
by our own people. Perhaps the best prophecy in our 
own country was that of the late Edwin Markham, the 
poet. Let me give you the opening ind the concluding 


stanzas of his poem, ““The Man With the Hoe 


“Bowed by the weight of centuries he leans 
Upon his hoe and gazes on the ground 

The emptiness of ages in his face, 

And on his back the burden of the world 

Who made him dead to rapture and despair, 

A thing that grieves not and that never hopes 
Stolid and stunned, a brother to the ox? 


“Oh masters, lords and rulers in all lands 

How will the future reckon with this Man? 
How answer his brute question in that hour 
When whirlwinds of rebellion shake all shores? 
How will it be with kingdoms and with kings 
With those who shaped him to the thing he is 
When this dumb Terror shall reply to God, 
After the silence of the centuries?” 


Communism is Not the Answer 

Communism is not the answer. Under Communism 
people are always worse off than they were before. Feed 
ing and clothing the people all their lives is not the 
answer. The only answer is a program designed to help 
the people to help themselves. We must never lose sight 


of this objective, and we must insist upon a performance 


in keeping with it. 

You and I, irrespective of what business we mav be 
engaged in, have certain duties of citizenship that we 
must perform if we want to maintain our type of govern 
ment and our way of life. 

It is our duty to urge every one to vote. 

It is our duty to urge every one to think, and to brush 
aside the propaganda and smear programs that unfortu- 
nately are so common today. 
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It is our duty to seek the re-establishment ot 


virtues that made this nation strong. 


duty to constantly remind 


Senators that we elected them to serve 


ot Grov 


tives 
the 


that we 


ana 


tunctior ernment is to 


st 
were not born on this earth 
C,sovernment 


] 
0 Insist upon im I il 


program 
not onl t 


] 


laboring 


veCA USE the interest of the 


such a pr 


men, business at ur oO nation’s weltare 


but is essential to our 
It is 


} ] 
ana convertil ic 


our du currency that 


America has a great future if we will | 
the right road We will shortly have 


million employed 


mit cet 


more than 62 


There is no reason why we « 


still 


innot 
do a 
There 


freedom 


prog 


and 


maintain a reasonable defense am and 


decent job of maintaining our s ird of living 


Is no Teasor why we cannot maintain our ind 


uside the false economic theories that ur 


fortunately ive gripped us for years Let us boldly tace 


tacts 


No nation is depression proot d never has been, nor 


You 


reactions 


in history dealing with human 
beings and human 


We will 


| again have a depression 


and 


go to excess trom time to 


time yust as sure as we 


have the rising 


ende 


setting of the sun, but it should be our 


vor to so conduct ourselves is t withir 


bounds 


No nation ever 


spent 


We 


t inf 


economics 


common W 


Te s no reason why 
ational work 


ite n eV 


r potentiality 


I know of in this 
t u 


shment 


but 

ind 

in’s garden 
have 
ind surveyed 
It 
inking 


held 


how 
blossoms 
n your endeavors 


the 


ae 
wholesale 


working 
vay homage 


ur 





There s no } thir 





sucn 


hurting tl poor 


rie 
You cannot buy friends; you so conduct yoursel 


t fr endship. rue hiy sale 


triends 
he last 
They 


ind how to do a thing 


people inalysis, ar 


e€ cay 


need not be told what. when 


You 


ind still 


the ir own decisions 


where innot control 


prot ts 


TT } 
allocate materials have progres 


sive tree competitive economy i our country 


In your you must take care to 


own field of endeavor 
the Government ther 

idoption of the same policy in your 

le | 


of profits, but 


avoid criticism ot on a peolic 


, 
ind 
seek the 


The ta 
tree 


own business 


trac rice law is not the 


ot 


economy. may be helpful t business for 


the maintenance the collateral liability as 


sumed by business is Government 


th 


control and regulatior 


It is not wor the Government ot 


absorption a 


You must f 


, 
cost untair poli 


Help Set National Policies 


You who are field 
your 


Y ou have 


in the field of credit in the nation. 


in the retail credit scarcely know 


power. 








an opportunity to develop the yvreatest torce 
If you could enlist 
every one in your line of work you would have a force 
of people who would have to be reckoned with and you 
could help set the national policies. Your opportunity is 
much greater than those of us who are in the wholesale 
tield. 
who are the ultimate consumers. 


y ou 


You are in closer contact with the men and women 





You have a closer in 


sight into human nature. can and should be the 


The 


Write to: THE REPLY-O PRODUCTS CO 


CREDIT WORLD W! 


30% 


Leading specialty store opens branch... 
Uses REPLY-O-LETTERS to solicit 


accounts... 
Gets over 30% Response! 


Reports High Activity from these new 
customers. 


YOU, too, can do as well 


ye peply-O-LETTERS: 


= vour jilterhe 








150 West 22 St. N.Y. 11 


W riti 





Consumer Credit in a Guns-and-Butter Economy 


DR. G. ROWLAND COLLINS, Dean, The School of Business, New York University, New York, N. Y.’ 


(Continued from the July CREDIT WORLD.) 


I believe, too, that once we get beyond the short-term 
squeeze, once expanded capacity to produce and to pros 
ess basic materials like steel and metals makes it possible 
to step up the availability of consumer durables, some 
prudent relaxation of consumer credit regulation will be 
in order. Our guns-and-butter economy will need to go 
forward at full tilt for a considerable period to come. 
Given an effective military stockpiling, and effective in 
crease in capacity and tooling for military purposes and 
any resulting tapering off of military requirements could 
make it necessary to relax consumer credit restraints in 
order to increase purchasing power, to achieve increases 
in civilian production that would offset declines in mili 
tary production, and to maintain full employment. 

Actually, of course, in any attempt to fight inflationary 
forces, in any effort to meet the near-term squeeze by re 
lating spending to the total supply of goods and services, 
there are more important tools of public policy than the 
regulation of consumer credit. Unfortunately, these 
other tools of public policy are not in especially high 
favor in the minds of our bureaucrats. 

The first of these tools is, of course, a ruthless reduc 
tion in governmental non-defense spending. First things 
should come first. To permit the stream of governmental 
non-defense spending to go on by taxing everyone up to 
the hilt is merely backing into our problem, Cutting non 
defense public expenditures is the only 100 per cent 
effective anti-inflationary way of balancing the Federal 
budget. 

One of our most persistent economic fallacies is that a 
balanced Federal budget offers adequate protection against 
inflationary forces, regardless of where the revenue to 
balance the budget comes from. Similarly, we can go 
overboard on lip service to the phrase “pay-as-you-go” 
taxation, 

Of and by itself, “pay-as-you-go” taxation can be in 
flationary as well as deflationary—can have a mixed 
effect in a situation like the present. The glorification of 
the phrase ‘pay-as-you-go taxation” is completely justified 
only in relative terms. “Pay-as-you-go taxation’’ is less 
inflationary than deficit financing through the commercial 
banking system. 

Increased taxation on the higher income brackets does 
not necessarily reduce the rate of consumer spending. In 
those brackets, the consumer has liquid assets that can be 
used to maintain his customary rate of expenditure. And 
he does not need consumer credit, however available it 
may be. 

If the tax structure is merely given another turn or 
two of the old screws to remove money from the higher 
income levels and from our corporations, then our taxes 
simply take away money that would otherwise not be 
likely to compete in the consumers goods markets, or 
that at least would have a very low velocity of circula- 
tion. 


*This is a reprint of a paper delivered by Dean Collins 
before the National Consumer Credit Conference, Lehigh Uni- 
versity, May 24, 1951. 
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Hence, although a balanced Federal budget is indis 
pensable to noninflationary defense financing as compared 
with deficit financing and a monetization of increasing 
debt, it is not, of and by itself, a guarantee that prices will 
not continue to rise. The logical taxes in a guns-and 
butter economy should be laid where defense spending 
most increases the greatest number of incomes. More 
over, they should include enough excise imposts to dis 
courage unnecessary consumer spending 

With direct price and wage controls already a museum 
of muddle and the likelihood that they will continue to 
dash out the collective brains of their respective adminis 
trators against the two road blocks of (1) parity price 
formulas for farm support and (2) cost-of-living esca 
lator clauses in wage contracts, nothing much but futility 
can be expected in this direction. 

As I see it, then, what we vitally need is 


A ruthless attack on non-defense governmental ex 
penditures 

Higher taxes to balance the Federal budget but taxes 
that discourage spending rather than saving and in 
vestment 

The maintenance of selective but flexible controls on 
(a) consumer credit, (b) mortgage lending, (c) busi 
ness lending by the banking system, and (d) margin 
requirements for the purchase of securities 

An effective effort to pull savings into governments by 
tailoring such investments to institutional and in 
dividual needs and by recognizing that short of all 
out war such investments will inevitably be bought 
upon an ex-patriotic basis. 


By now, I have amply demonstrated to you that curious 
and chronic academic disease which has been so appropri 
ately called “oral dysentery.” Let me conclude by mak 
ing it crystal clear that I boast no claim to any oracular 
power to peer through the veil of the future. None of 
my pronouncements is in any wise Messianic. 
and all there is a potential margin of error. 


In eac h 


Most of what I have said has quite clearly assumed the 
continuation of a guns-and-butter economy, short of any 
all-out war. What the future holds, naturally, no one of 
us can know in certainty. The course of international 
events is completely unpredictable in the current moment. 
In all my contacts and conversations I have found only 
one person who insists that he knows exactly when World 
War III will start, even down to the precise day. I was 
frankly dubious about his confident claim until I ques 
tioned him and found that perhaps he did have a point. 
When I queried him specifically he replied dogmatically : 
“World War III will start the day after President Tru 
man receives from Joe Stalin a special-delivery, air-mail 
letter criticizing Margaret's singing!” 

The Russian military intent may be largely inscrutable 
But so far, at least, the Kremlin record shows little im- 
pulsiveness. Rather, all the evidence supports cold calcu- 
lation. And in that calculation there is, I think, plenty 
of concern over: (1) the unrest of the satellite peoples 
and the growth of the so-called idea of national devia- 
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tionism putting the national interest above the Soviet 


(2) a marked inferiority in Soviet factory 


interest ), 
production 3) the Soviet’s serious shortage of oil and 
high octane gas, (4) the Soviet’s limited supply of food, 
(5) the lack of sufficient numbers of long-range bombers 
and submarines, and (6) the Sovict lag in A-bomb pro 
duction. It could well be that from here on out, our 
own military strength will build up faster than Russia’s 

Moreover, we must never torget that the literature ot 
Soviet faith in referenceto the United States contains 
The Com 
munist ideology pins its hope on the breakdown of 


little or no mention of military conquest. 


American capitalism from within; “on a great American 
crisis with mass unemployment,” that will make living 
standards take a nose dive. That will be the time to 
pluck the fruit! Since the Kremlin may have alread; 
discarded any idea of a blitzkrieg or lightning war, and 
since, in their right minds, they can scarcely risk a long 
war, the safest method of liquidating American capitalism 
would be to bankrupt it. 


To frighten us with threats of local aggressions the 
world over will dissipate our strength and squander our 
means. Moveover, it will make us expand our produc- 
tive capacity to such an extent that one of these fine 
days buyers’ markets will return again. And then, unless 
we can move our merchandise, a quickly negotiated peace 
—which we could scarcely refuse—might make us ripe 
for an economic tailspin. 

Some of vou, I feel sure, recall the story of the Church 
of England vestryman who took so much delight in 
pestering Andy, the Scotch Presbyterian elder, about the 
Presbyterian doctrinaire belief in foreordination. Finally, 
“Now, Andy, 
be honest with me. Tell me—if you were sure that you 
personally were foreordained to go to Hell, would you 


on occasion, the vestryman said to Andy: 


still be a good Presbyterian?” 

Andy thought for a moment and then replied: “Yes, 
I would. I would rather be a Presbyterian and know 
that | was going to Hell than be an Episcopalian and 
not know where the Hell I was going.” 


War Won by Industrial Productivity 

I tell that story, of course, without anv religious im- 
plication whatever. I tell it merely because it points up 
my belief that while we may not know exactly where we 
are headed, there is one thing about which we can be 
reasonably sure. And to my mind, at least, that one 
thing is this—should total war come again, A-bomb or 
no, H-bomb or no, bacterial warfare or no, that total 
war will be won in the end by industrial productivity. 
Just so long as the gap between our own industrial pro 
ductivity and the attainment of our enemy cannot be 
closed or even narrowed significantly, we will avoid 
military, economic and social extinction. 

Stalin’s personal and favorite dictum, oft repeated, 
contains just three words, and those three words are 
these: “Production wins war.” In the struggle for 
production the odds are long on the free worker as con- 
trasted with the slave. It is the unique companionship of 
our capitalistic enterprise with freedom and with the 
dignity of the individual that gives us, one and all, a 
gentle optimism and a logical certainty that we can win 
any race for guns and butter. wk 
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Please accept my heartiest congratulations on the conduct 
ot the Chicago Conference I teel that the ceedings were 
f a very high order and that much benefit was derived by 
those fortunate enough to attend C. B. Flemington, Manager, 
Credit Bureau of Greater Toronto, Toronto, Ontari Canada 


“The Chicago Conference was one of the best and I 
want to congratulate you and all who planned and 
worked so hard to make it so."—Henry C. Alexander, 
Credit Manager, Belk Brothers Co., Charlotte, N. C., 
and Second Vice President, N.R.C.A 

|e) 

I want to be one of the first to tell you how much I en 
oyed the Conference at Chicago The speakers were out- 
standing in every respect The group meetings were the best 
it has ever been my good fortune to attend They were stimu 
iting and down to earth in every respect Subjects were 
covered exceedingly well by those to whom they were assigned 
and in such a manner that those of us representing smaller 
stores left the Conference feeling we had received a liberal 
education. You and your office did a great job this year.”—H 
E. Northy, Manager Credit Sales, Rice's Fashion Corner, Nor- 
tolk, Va = 

“The Chicago Conference was well arranged and 
the programs excellent as usual. I heard many favor- 
able comments. The banquet and entertainment were 
the best I have ever attended.”—Bernard J. Duffy, 
Manager, Credit Bureau of St. Paul, St. Paul, Minn 


On behalf of the Credit Women’s Breakfast Clubs of North 
\merica, | want to express the thanks of our officers and di 
rectors for the privilege of being a part of the Annual Con 
ference in Chicago All of the meetings were fine and I 
thought the speakers were excellent Nelle Stombs, First Vice 
President, Credit Women's Breakfast Clubs of North America, 
Rock Island, I 


“I am enjoying the June Credit World in a special 
degree. They have been improving all the time and 
they are all very valuable, but this was to me like 
calling on you at your open house party. You have 
a fine new home, just what a fine organization justly 
deserves.”—Myrtle Plymate, Credit Women’s Break- 
fast Club, Sioux Falls, S. D. 


The April Crentr Wortp dedicated to Canada was recently 
brought to our attention. It was found that a ry fine article 
was included in this issue in connection with our city and also 
the Harding Memorial in Stanley Park In view of the fact 
that we recently celebrated United States-Canada, Good Will 
Week, this article was very timely and we are indebted to you 
for this very fine publication W. F. Hamilton, Honorary 
Secretary, Kiwanis Club of Vancouver, Vancouver, B. ¢ 
Canada 


“Recently I had the pleasure and honor of receiving 
a certificate showing that I had been enrolled as a 
member of the Quarter Century Club. This certifi- 
cate is very much appreciated and highly praised. It 
recalls to mind memories of a great many pleasant 
associations and activities during the period of time 
indicated and I feel sure that in future years the same 
will be the case, and no doubt the memories later on 
will be even more prized.”—James Pritchett, Credit 
Manager, White House Dry Goods Co., Beaumont, 
Texas. r 


‘The proof of the pudding is in the eating. Since I work 
for the Retail Merchants Association doing collection work, 
it is necessary that I write quite a few letters. For several 
weeks we have been receiving money from debtors who had 
never paid us anything. My employer wanted to know what 
I was using to get payments. After I showed him the letters 
I had been sending, he thought they were excellent and I told 
him that they were the result of the letter writing course which 
I took from the N.R.C.A This course has already paid off 
in dollars collected that would have otherwise been lost.” 

Betty Ely, Box 998, Ada, Oklahoma 
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Effective Stickers 
For Promoting Credit Sales 
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We Missed You! 
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And your account is 
waiting for you. 
Come in and use it! 


We Value 
Your Patronage! 
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Account is Balanced 


a 
Yes! We've noticed it, *. 
and hope you will use 
it this month 


We Value Your 
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Your cAccount 
Is Balanced! 
vv 


just a re- 
minder that we 
missed you last 
month. 


Use Your 
Charge Account! 


This is 








Just a Blank 
Statement 
vv 

To remind you that 


tend this invitation: 
Use Your 

Charge Account! 
©n.a.c.a. 








WWW 


Sk Thank You! 
The promptness with 
which you have paid 
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You Don't Owe 
Us a Cent! 
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Yes! We've noticed 
it and we hope you 
will use your charge 
account this month. 


Your Patronage 
Is Appreciated: 
© mw. a. c. a. 
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© remind you that we miss 
our patronage and to 
xtend this invi tation 


4e Your Charge 
Accound ! 
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oe 
We Missed You | 
Last Month! | 
vv 
Anything wrong? If | 
so, please give us a 
chance to correct it. 
We Value 


Your Patronage! 
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eet Your New National Officers 
Elected at the Annual Conference of the N.R.C.A.. Chicago, IIL, June 25-28, 1951 


‘ . | . 
Royce Sehnert QO. Willard Frieberg 
Royct SEHNERT President (>) Witrarp Frierere bir 
Chanute Kansas res nt s ort n Ver 
| Moline nillio ‘ t He gradu 
ite public schools and ed mt viversity ot South 
rom the Moline hig! ake n 1922 1922-24, he 
ind the Chanute Busines was a t ng fello n eco 
College He started with The nomics iversity of Cali 
Wichita Eagle in 1923 and sin fornia at Berkeley. after which he 
1924+ has been Credit Manager 1 graduate work in eco 
He has held all offices, including nomics receiving his Nl ister ot 
the Presidency, of the Credit Bureau of Wichita, Asso rts «¢ r 5 He accepted a position with the 
ciated Credit Bureaus of Kansas and District Seven Americ: Trust Company in San Francisco, Calif. He 
ot the N ition il Retail Credit Association He is a served as assistant branch man iver, Dranch manager and 
member and past director of the Wichita Association now is Assistant Vice President, Monthly Loan Depart 
of Credit Men. In 1950-51 he was First Vice Presi ment at the head office in San Francisco. In 1946-47, he 
dent of the National Retail Credit Association, in 1949 was President of the Associated Retail Credit Men of 
0, Second Vice President, and in 1948-49, Third Vice in Francisco and Director at Large of N.R.C.A 
President He is a member of the Quarter Century 1948-1949 He is instructor ‘ “cturer the Ameri 
Club of the N. R. C. A in Institute of Banking, giving courses in business ad 
Mr. Sehnert is a member of the Christian Church ministratics onev and banking. in San Francisco. He 
His chief hobbies are hunting, fishing and trapshooting has taken an active part in civic affairs in San Leandro, a 
He takes an active part in the Summer Boys Camp uburb of San Francisco. In 1945-47 he was President 
located at ¢ amp Hyde, near Wichita, and operated by San Leandro Town Meeting and President of the 
the local Lions Club. He has also been active in civic Leandro Board of Freeholders in 1948-49 
attairs of Wichita for many years nd rieberg live Lee Avenue, San 
Mr. and Mrs. Sehnert make their home at 119 North , \ thev have two sons thn 21. in the United 
Richmond, Wichita, Kansas , cr Force and Ronal home 


Henry C. Alexander William J. Tate 
Henry C. ALEXANDER, Second Witttam J. Tare, Third Vice 

Vice President was born n res is Porn ! Brockville. 

Charlotte. North Carol : His rio nad He raduated 


first business experience was with p hestertield High School 


the tire manutacturing and auto p. cured his Chartered 
motive ind t He came to j ! v n 1933 and 
Belk Brother Charlotte, North continued preliminary studi tor 
Carolina. in 1935 as Credit Mar an actuary for two turther years 
He has served as President In 1935 he joined the Bryson 
of the Charlotte Retail Credit (Gjraham Company | ()ttawa, 
Association, and two terms as President of District Three t lac is Office Manager. | r became As 
of the National fetal Credit Association He is active 1 retary- Treasurer und eventually (¢ omptroller 
vic aftairs id served eight vears as a member of ransterred to Charles Ogilvy Limited of 
the County Boar ) ) He is a Past President ity as Comptroller of that firm He assisted 
of the Charlotte ittle Theater and active participant if } ! format 1 the r (sranters Association 
their productions He is much in demand as a lecturer ot Ottawa a y inaugural President in 1943 
ind atter dinner speaker He is a Past Master of the ind Direct it large of the National Retail Credit 
\l ISONIC I odage York Rite \l ison Shrine ind a men Assox itor ! He has held various ofhces 
ber of the Presbyterian Church His hobbies are golf ot the Cre ranters’ Association of Canada 
which he claims he is the world’s worst, the theater now t resident of that Association In 1949-50 
and public speaking he was President of the Ottawa branch of the National 
Mr. Alexander is married and they have two children Office Management Association 
Betty am irried d tughter ind one son Henry whe I Hunting i rd fish ng tr ink high on h s ] of tavorite 
a Doctor serving with the Eleventh Field Artillery Bat sports, but dancing is one he rates tops for enjoy 
talion in Northern Korea They have two grandsons ment Mr. and Mrs ate live at 250 Irving Avenue, 
Mr. and Mrs. Alexander reside at 2009 Dartmouth Ottawa, Ontario, Canada They have two sons and 
Place harlotte, North Carolina one daughter 
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Report of the Finance Committee 
Hugh L. Reagen, Chairman 


YOUR FINANCE COMMITTEE appointed by 
President Wolfinger at the Cincinnati conference in June 
1950 met at the National Office on Thursday, April 13, 
1951. 

Members present were Hugh L. Reagan, Charles D. 
Reno and myself, with General Manager-Treasurer 
Crowder sitting in ex-officio. Present also were Past 
Presidents Paddon, Trustee of the Pension Trust and a 
member of the Building Committee, Dean Ashby and 
President Wolfinger. 

Budget for year ending May 31, 1951 was submitted 
to the Board of Directors at Cincinnati and approved, 
with several proposed changes. 

As of May 31, 1951, the close of our fiscal year, cash 
on hand and in banks in the United States and Canada 
totaled $19,288.82. United States bonds in the amount 
of $9,000 and Canadian bonds, $5,000, were cashed and 
advanced to the Building Fund. This compares with 


$18,164.87 cash balance the end of May 1950 and bonds 
amounting to $14,000. 

As has been the practice since 1935, all bills have been 
paid the month in which they were incurred, and there 
is no unpaid undebtedness. 

The employment of S. D. Leidesdorf & Company, 
Certified Public Accountants, was authorized to conduct 
the semi-annual cash audit of receipts and disbursements. 
Report of the audit for six months ended November 30, 
1950 was submitted to the Committee. Copies of the 
report for the final six months of the year, if received 
from the accountants in time, will be enclosed in the 
Board of Directors’ booklet. 

It is a pleasure to inform you that your Association is 
in sound financial condition, credit for which is due to 
the excellent cooperation of the Officers, Directors and 
members, to the fine work of General Manager-Treasurer 
Crowder, the National Office staff, and to the untiring 
efforts of President Wolfinger. 


Report of Secretary and Research Director 
Arthur H. Hert 


I HAVE DEVOTED most of my time to the publica 
tion of The Creprr Wortp as I have done for the past 
twelve years. The balance of my time is devoted to 
answering inquiries from members regarding their credit 
problems, along with my research work. 

During the past year we have made several changes in 
our publication at the request of our members. Every 
effort is being made to get more members to read the 
publication than ever before. A publication is of no value 
unless it is read. Therefore, when we receive a construc- 
tive suggestion we do what we can to put it into effect. 
Greater stress is now being placed on the departments 
such as “For the Smaller Businessman,” “Credit and Col- 
lection Procedure,” “Credit Sales Promotion,” etc. We 
will add additional departments when requested. 

We are still making every attempt to publish short 
articles. Many of our members do not like long articles 
and we now limit the feature articles to three pages 
wherever possible. 

I sincerely hope that our members, and especially the 
Board of Directors, continue to send us interesting articles 
for The Creprr Wortp. Our publication is what our 
members want it to be. There is a demand for short 
articles covering various credit procedures and problems. 


We could use several articles at the present time as our 
backlog is practically nil. 

There is again considerable interest among the mem 
bership for facts and figures concerning the costs of 
operating a credit department. This annual study will be 
continued when we are able to secure sufficient informa- 
tion from our members to make it representative. We are 
always anxious to include the Credit Clinic in The 
Crepir Worip. This “give-and-take” page, wherein 
members may ask, and answer, questions about their 
credit and collection problems and solve them in the 
laboratory of practical experience, has always been popu- 
lar. Members are requested to submit suitable problems 
tor investigation and publication in this Department. 

The “Collection Scoreboard” still creates considerable 
interest. At present, we are making plans to redivide the 
cities by districts and expand the scope of this department. 
The revised edition of “Retail Credit Fundamentals” 
will soon be ready for printing. We will then handle the 
details of layout and supervision of the copy through 
the press. 

I want to thank our members for their continued 
interest and assistance. My thanks, also, to President 
Wolfinger, and officers and directors, and members of 
the National Office Staff for their assistance at all times. 


Report of the Legislative Committee 
Joseph A. White, Chairman 


THE FOLLOWING items were incorporated in the 
agenda for our meeting of Feb. 9, 1951: 
Consent Decree 
Status of the Decree and action contemplated were dis- 
cussed, Washington Counsel Harold L. Schilz was re- 
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quested to prepare an informative article for The Crepit 
Wor _p in connection with observance of the Consent 


Decree and the procedure to be followed in complying 


with the Decree and Stipulation. Such an article ap- 
peared in the March issue. 
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Regulation W 

Results of Regulation W and possible tuture amend 
ments were considered. The committee went on record 
as opposing further amendments and were of the unani 
mous opinion that controls of essential materials needed 
for defense purposes would result in a scarcity of mer 
chandise that would normally flow into retail channels 
and that this scarcity would curtail buying. Resolution 
to this effect was prepared by our Washington Counsel 
and mailed to the Secretary of the Board of Governors 


of the Federal Reserve System. 


Post Office Department Economies 

It was the opinion of the committee that fundamental 
economies for the Department had not been achieved 
with the result that it has continued to incur deficits. In 
connection with proposed increases in postal rates, the 
committee urged that Congress and the Post Office De 
partment be called upon to effect the economies that 
would result from effective reorganization of the Depart 
ment and act to materially reduce postal expenditures. 
Resolution along this line was sent to the Postmaster 
General 

(Copies of the above resolutions were mailed to mem 
bers of Congress and released to the news services, trade 
and daily papers 


Chapter 13 of the Bankruptcy Act 
The previous recommendation of the Legislative Com 
mittee that salary limitation be increased from $3,600 t 
$10,000 was considered. Attention was called to action 
of the 81st Congress in increasing the limitation to $5,000 
It was decided that no further action be taken for the 
present. 
Garnishment of Federal Employees 
It was the opinion of Senator Estes Kefauver who as 
Congressman from Tennessee introduced the Garnish- 
ment Bill which passed the House but died in a sub 
committee of the Senate Judiciary) that it was not ad 
visable to endeavor to have a similar bill passed now 
Under the circumstances it was decided to hold the 


matter in abeyance for a more opportune time 


N. R. C. A. Emblem and Shield Trademark 

The United States Patent Office has issued Certificate 
of Registration of our insignia with the words “Guard 
Your Credit As A Sacred Trust.” 

Your chairman expresses appreciation to Harold L 
Schilz, our Washington Representative, for his valuable 
help and cooperation. The enormous amount of his de 
tail work and preparation, with follow-up afterward 
which this meeting necessitated, are not evidenced by this 


brief report 


Report of Educational Director 


Leonard Berry 


DURING THE PAST year I have been responsible 
for preparation of monthly features for The Crepit 
Wor p, including the Credit Department Letters pag 
and the series, For The Smaller Businessman, begun last 
November. I have also assisted in the preparation of 
other features and articles. The Better Letters Service 
has been given much attention. Twelve issues each con- 
sisting of two pages of commentary on letter writing and 
related topics and eight original letters covering all 
phases of credit department correspondence needs, are 
sent subscribers for a nominal yearly fee. The Blue 
Book of Credit Department Letters, containing 48 origi- 
nal letters, nine pages of commentary, and index, was 
written and published. 

Considerable attention has been given to the organi- 
zation and conduct of local Credit Schools. Brochures 
describing every step of procedure have been prepared 
and distributed. Six lectures, in mimeographed form 
have been made available for use in Credit Schools 
Extension Courses in Retail Credit Fundamentals and 
Streamlined Letters have been offered for those unable 
to attend local Credit Schools. Certificates of Proficiency 
are awarded successful students in both local Credit 
Schools and Credit Extension Courses. Future plans 
include preparation of a credit educational course using 
the textbook, “Important Steps in Retail Credit Opera 
tion” by Dr. C. W. Phelps. 

Two articles entitled “The A.B.C.’s of Credit Grant 
ing” were written on request for the ILLiINo1s BUILDING 
News. Three articles entitled “Credit and Collection 
Methods” were also written on request for the Harp- 
Ware Ace. An article for OccUPATIONAL TRENDS, 
entitled “Retail Credit Work Gains in Importance” 
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dealing with career possibilities in Retail Credit appears 
in the current issue. 

Twenty-five addresses were made at various places in 
the country. I attended two District Conferences, Dis 
trict 6 at Davenport, lowa, and District at Tulsa 
Oklahoma. Several Credit Schools were addressed, by 
invitation and with expenses paid. These included 
Kingsport, Tennessee; Chicago, Illinois; Washington, 
D. C.; Dallas, Texas; Milwaukee, Wisconsin; and 
Wichita, Kansas. 

The Annual Meetings of the Credit Bureaus of 
Wichita and Topeka, Kansas; Fargo, North Dakota, 
and Sheboygan, Wisconsin were addressed by invitation 
and with expenses paid. I addressed the Annual Joint 
Meeting of the Rochester Retail Credit Association and 
the Rochester Association of Credit Men, by invitation, 
and with expenses paid. Regular meetings of several 
local associations were attended whenever plans made 
such visits possible 

The patient guidance of L. S. Crowder and Arthur 
H. Hert have made my initiation pleasant and enlighten- 
ing. President Wolfinger and Educational Committee 
Chairman, Fred W. Walter, have given helpful assist- 
ance. I am grateful to all for their confidence and 
cooperation. 
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Chicago Conference Notes 





RESOLUTIONS 


On pages 16 and 17 of the July Creprr Wor.p, we 
listed some of the resolutions passed at the Annual Con 
ference in Chicago. The remainder follow: 


Petition to Congress 
BE IT RESOLVED, that the National Retail Credit 


Association petition the Congress of the United States to 
call a convention for the purpose of proposing the follow- 
ing article as an amendment to the Constitution of the 
United States: 

“Section 1. The Sixteenth Article of Amendment to 
the Constitution of the United States is hereby repealed. 

“Section 2. The Congress shall have power to lay and 
collect taxes on incomes, from whatever source derived, 
without apportionment among the several states, and 
without regard to any census or enumeration: Provided 


that in no case shall the maximum rate of tax exceed 25 
per centum. 
“Section 3. The maximum rate of any tax, duty, o 
excise which Congress may lay and collect with respect 
to the devolution or transfer of property, or any interest 
therein, upon or in contemplation of or intended to take 
ettect in possession or enjoyment at or after death, or by 
way of gift, shall in no case exceed 25 per centum. 
“Section 4. The limitations upon the rates of said 
taxes contained in Sections 2 and 3 shall, however, be 
subject to the qualification that in the event of a war in 
which the United States is engaged creating a grave 
national emergency requiring such action to avoid na 
tional disaster, the Congress by a vote of three-fourths of 
each House may for a period not exceeding one year 
increase beyond the limits above prescribed the maximum 
rate of any such tax upon income subsequently accruing 
or received or with respect to subsequent devolutions or 


transters of property, with like power, while the 
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United States is actively engaged in such war, to 
repeat such action not more than once in any year 
in which such war emergency may exist. 

Section 5. Sections 1 and 2 shall take effect at 
midnight on the 3lst day of December following 


the ratification of this article. Nothing contained 








in this article shall affect the power of the United 
States after said date to collect any tax on incomes 
for any period ending on or prior to said 31st day 
of December laid in accordance with the terms of 
any law then in effect. 

“Section 6. Section 3 shall take effect at mid 
night on the last day of the sixth month following 
the ratification of this article. Nothing contained 
in this article shall affect the power of the United 
States to collect any tax on any devolution or trans 
fer occurring prior to the taking effect of Section 3, 
laid in accordance with the terms of any law then 


in effect.” 


To Become a Part of the Constitution 


BE IT FURTHER RESOLVED, that the 
Congress of the United States be, and it hereby is 
petitioned to provide as the mode of ratification 
that said amendment shall be valid to all intents 
and purposes, as part of the Constitution of the 
United States, when ratified by the legislatures of 


three-fourths of the several States, and 


Copies of Resolution 
BE IT FURTHER RESOLVED, that the 


Secretary of the National Retail Credit Association 
be, and is hereby directed to send a duly certified 
copy of this resolution to the Senate of the United 
States and one to the House of Representatives of 
the Congress of the United States 
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Speakers 

WHEREAS, the delegates to the 37th Annual Inter- 
national Consumer Credit Conference in session at Chi 
cago, Illinois, June 26, 27, and 28, 1951, have been 
privileged to hear a number of outstanding speakers, and 

WHEREAS, the addresses have all been of an in 
formative, instructive and thought-provoking character 

NOW, THEREFORE, BE IT RESOLVED, that 
this Association publicly acknowledge its indebtedness to 
our speakers for their inspiring addresses which so en 
riched the Conference program, and 

BE IT FURTHER RESOLVED, that a copy of 
this resolution and a special letter of thanks and appreci 
ation be sent to each one of them by the Secretary of the 
National Retail Credit Association 


Conference Committee 

WHEREAS, it is recognized that the success of the 
37th Annual Consumer Credit Conference in the City 
of Chicago has been made possible only as a result of 
untiring effort; and 

WHEREAS, it is recognized that extensive prepara 
tions have been made for the convenience and comfort 
of the delegates at considerable expense in money and 
effort ; and 

WHEREAS, the Chicago Conference has been out 
standing in significance and accomplishments ; 

NOW, THEREFORE, BE IT RESOLVED, that 
the members of the National Retail Credit Association 
in conference assembled, gratefully acknowledge the ex 
cellent work of the General Chairmen, Ray G. Mihm 
ind J. C 


prising the Conference Committee, and also to the man 


Gilliland, and their corps of assistants com 
I 


agement and able assistants of the Stevens Hotel for 
their hospitality and contribution toward the success of 
the Conference. 


Group Chairmen 
WHEREAS, the group conferences have materially 


contributed to an increase in knowledge of, and efficiency 
in, successful credit department operations; and 

WHEREAS, the success of the educational part of 
the Conference program has been due in a large part to 
the untiring efforts ot the group chairmen: 

NOW, THEREFORE, BE IT RESOLVED, that 
this Association express its sincere thanks to the group 
chairmen for their splendid contribution to the success 
of the 37th annual International Consumer Credit Con 
terence 

Exhibitors 

WHEREAS, the exhibitors at the 37th annual Inter 
national Consumer Credit Conference have been most 
gracious in furnishing educational displays and in provid 
ing representatives to discuss with delegates the latest in 
credit department equipment ; 

NOW, THEREFORE, BE IT RESOLVED, that 
the National Retail Credit Association express its warmest 
appreciation to these Companies and their representatives 


for their generous cooperation in our behalf. 


F. Wm. Johnson 
WHEREAS, the membership of our Association is 
the largest at the present time, of any time in its history; 
and 
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WHEREAS, this Association has received the 
number of new members during this past vear 
time in our history, and 

WHEREAS, much of the credit for this outstanding 
membership work is due to the untiring efforts of our 
General Membership Chairman, F. Wm 
his Membership Committee ; 

NOW, THEREFORE, BE IT RESOLVED, that 


the National Retail Credit Association extend to Mr. 


Johnson, and 


Johnson and his committee our thanks for a job well 


done. 


Membership Prizes 
Membership in the National Retail Credit Association 
is higher at the present time than at any other time in 
its history. The membership chart on the opposite page 
shows that on May 31, 1951, the total membership was 


727 « 


29,737, an increase of 2,957 new members during the 


past vear. Membership prizes were again awarded at 
the 37th Annual International Consumer Credit Con 
terence held in Chicago, Ill., June 25-28, 1951 The 


list of prizes include the follow ing 


$100.00 in Cash 
Local me mbership chairman reporting the largest number 
of new members 
J. E. R. Chilton, Jr 


ciation, Dallas, Texas 


Merchants Retail Credit Asso 


State membership chairman reporting the largest number 
met me mbe rs 
David Blair, H. Liebes & Co., San Francisco, Calif 
District me mbership chairman reporting the largest num 
yf neu members 
F. Wm. Johnson, Neiman-Marcus, Dallas 
First redit bureau manager reportina 100 
National affiliation 
Erwin | 


Beaumont Texas 


Singleton, Credit Bureau of Beaumont 


Pen and Pencil Sets 
President of the National unit making the larges 
centage gain in membership 
C. ‘T. Hosmer 


Secretary of National unit making the largest percentage 


Fishburn Cleaners, Dallas, Texas 


dain in membership 
J. E. R. Chilton, Jr 


ciation, Dallas, Texas. 


Merchants Retail Credit Asso 


Credit Manager for outstanding membership work 

Chas. S. Gallagher, Farmers Union Hardware, San 
Jose, Calif. 
Bureau Manager for outstanding membership work 

N. B. Critser The Credit Bureau Madison 
Wisconsin 

Gavels 

First local unit organized during the fiscal year 

Retail Merchants Association, Carrollton, Texas. 
Local Unit making largest percentage gain in me m be rship: 

Retail Credit Association of Madison, Madison, Wis.., 
Local units exceeding the membership quotas 


Bainbridge Merchants Retail Credit Association, 
Bainbridge, Ga. 

Merced Credit Association, Merced, Calif. 

Retail Credit Granters Association of Kimberley, 


Kimberley, B. C., Canada. 
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San Mateo-Burlingame Credit Association, Burlin- 
game, Calif. 

Credit Bureau of Southeast Cities, South Gate, Calif. 

Credit Bureau of Tracy, Tracy, Calif. 

Retail Credit Association of Pacific County, Raymond, 
Wash. 

Retail Credit Association, Renton, Wash. 

San Jose Chapter, National Retail Credit Association, 
San Jose, Calif. 

Merchants Association of Madera County, Madera, 
Calif. 

Merchants Association of Palo Alto, Palo Alto, Calif. 

Redwood City Bureau, Redwood City, Calif. 

Retail Credit Association of Moses Lake, Moses Lake, 
Wash. 

Retail Credit Association of Grays Harbor, Aberdeen, 


Wash. 
For outstanding membership work: 


O. L. Kinzer, Jack Davenport Typewriter Co., 
Bakersfield, Calif. 


Quarter Century Club Meeting 

The Sixth Annual Breakfast of the N.R.C.A. Quarter 
Century Club was held at the 37th Annual International 
Consumer Credit Conference, Hotel Stevens, Chicago, 
lil., at 7:30 a.m., June 28, 1951, as guests of the Na 
tional Retail Credit Association. 

The meeting was called to order by Col. Franklin 
Blackstone, President of the Club. Messages were read 
from many members expressing regret at being unable 
to be present and Past President of the Club, N. M. 
MacLeod, attached a check for $25.00 to his letter for 
the “Buy a Brick” Campaign. This resulted in a sug 
gestion by Charles D. Reno, St. Louis, Mo., that each 
member in attendance contribute such sum to the cam- 
paign as they would have paid for a breakfast and an 
additional sum of $35.00 was presented to Mr. Crowder. 
Honorary Life Member, “Bud” Greer, St. Louis, Mo., 
responded with a special personal contribution. 

The new officers of the Club, elected unanimously, 
are: President, Fred S. Krieger, Milwaukee, Wis.; 
and Secretary, A. J. Kruse, St. Louis, Mo. 

Following were in attendance: Harley J. Boyle, The 
Crescent, Spokane, Wash.; Dean Ashby, Famous-Barr, 
St. Louis, Mo.; Lillian M. Fidler, Morehouse Fashion, 
Columbus, Ohio; Stella Manning, The Fashion, Beau- 
mont, Texas; Mary E. Altizer, S$. H. Heironimus Co., 
Roanoke, Va.; T. L. Ford, The Credit Bureau, Pitts- 
burgh, Pa.; A. B. Buckeridge, Memphis Consumer 
Credit Association, Memphis, Tenn.; George C. Morri- 
son, Credit Bureau of Toledo, Toledo, Ohio; Mason B. 
Koontz, Flynn Dairy Co., Des Moines, lowa; Carl F. 
Peck, O. A. Dean Dairy Co., Cleveland, Ohio; E. H. 
Biermann, Credit Bureau of Des Moines, Des Moines, 
lowa; Max Meyer, The Credit Bureau, Lincoln, Neb.; 
P. O. Greer, St. Louis, Mo.; Hugh L. Reagan, Cain 
Sloan Co., Nashville, Tenn.; Earl E. Paddon, Lammert 
Furniture Co., St. Louis, Mo.; A. C. Moreau, Hartford 
Credit Rating Bureau, Hartford, Conn.; A. J. Kruse, 
Credit Bureau of St. Louis, St. Louis Mo.: W. F 
Devere, Cheyenne Credit Bureau, Cheyenne, Wyo.: 
Charles D, Reno, Scruggs- Vandervoort-Barney, St. Louis, 
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Mo.; G. Grosz, Credit Bureau of Fargo, Fargo, N. D.; 
Fred W. Ellinghaus, The May Co., Baltimore, Md. 
Clarence E. Wolfinger, Lit Brothers, Philadelphia, Pa.; 
Fred S. Krieger, Credit Bureau of Milwaukee. Mil 
waukee, Wis.; L. S. Crowder, National Retail Credit 
Association, St. Louis, Mo.; W. V. Trammel, Credit 
Bureau of Birmingham, Birmingham, Ala.; W. V. Bed- 
dow, Porter's, Birmingham, Ala.; T. A. Nickel, Brom 
berg & Co., Birmingham, Ala.: Chris Jensen, Crews 
Beggs Dry Goods Co., Pueblo, Colo.; and A. C. Wehl, 
Gimbel Brothers, Milwaukee, Wis. Guests were: Mrs. 
L. S. Crowder; Mrs. C. E. 
Berry. 


Wolfinger; and Leonard 


After several interesting stories by Wm. F. Devere, 
the meeting adjourned to meet one year hence at Wash- 
ington, D. C.—A. J. Kruse, Secretary, Quarter Century 
Club, St. Louis, Mo. 


Changes in Constitution and Bylaws 


The following changes in the constitution and bylaws 
were unanimously adopted at the Chicago Conference: 
Article V11—Section I 
Sentence reading “Such annual business conference shall 
be held commencing on the third Tuesday morning of 
September, each year,” to be changed to read “Such 
annual business conference shall be held commencing 
on the next-to-the-last Monday of June, each year.” 
{rticle V1I1—Section 2 
The registration fee at each Annual Business Conference 
shall be designated by the Board of Directors for dele- 
gates and guests of delegates. 

Article VII] 

‘The fiscal year of this Association shall close June 30 of 
each year” to be changed to “The fiscal year of this 
Association shall close May 31 of each vear.” 

Article Xl1—Section 1(a) 

First line to be changed from “the eight” to “four of the 
eight.” 

Article X1—Section 2(a) 

Third line to be changed from “the eight” to “the four.” 
Article XI—Section 2(c) 

Second line to be changed from “eight” to “four” 
directors. 

Article XI—Section 5(b) 

National directors shall be elected by the Districts for a 
term of two years. They shall take office at the first 
meeting of the National Board of Directors at the An 
nual Business Conference held following the District 
meeting and shall serve until their successors are elected 
and qualified. No National Director elected by the 
District shall be eligible to succeed himself if he has 
served for two consecutive terms. The Directors at large 
shall be elected at the Annual Business Conference for 
two-year terms, four to be elected each year. 





Wichita, Kansas, Home of Both Presidents 

For the first time in the history of either organization 
a city can claim the distinction of being the home of both 
presidents. Royce Sehnert, President, N. R. C. A., and 
Ralph B. Kearns, President, A. c B. of | both make 
their homes in Wichita, Kansas. 
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Officers and Directors Officers and Directors 


_ Credit Women's Breakfast Clubs Associated Credit Bureaus 
of North America of America 


At the annual business meeting of the Credit Women’s At the annual meeting of the Associated Credit Bu 
Breakfast Clubs of North America, held at the Stevens reaus of America held at the Stevens Hovwel, Chicago, III 
Hotel, Chicago, Ill., June 27, 1951, the following officers June 25-28, 1951, the following officers and directors 
were elected for 1951-1952: President. Mrs. Lois Hues were elected: President, Ralph B. Kearns, Credit Bu 

Austin Finance Corp., Austin reau of Wichita, Wichita, Kan.; Vice President, Francis 

Texas: First Vice President Auger, Credit Bureau of Orlando, Orlando, Fla.; Execu 

Nelle Stombs, Eddie Gippert tive, Vice President, Harold A. Wallace, St. Louis, Mo 

Motor Sales. Rock Island. Ill.: and Secretary, Otto H. Lanfersieck, St. Louis, Mo 

Second Vice President, Mrs Directors: John K. Althaus, The Credit Bureau, Wash 

Mabell Bliss. Frank A. Heit ington, D. C.; Howard G. Chilton, Merchants Re 

kemper, Inc., Portland, Ore.; tail Credit Association, Dallas, Texas; Walter Graff, 

Recording Secretary, Mrs. Credit Bureau of Lansing, Lansing, Mich.; Lloyd A 

Commie c Lee Hollis. Drs. Eldred, Credit Bureau of Weld County, Greeley, Colo. ; 

Miller & Staton, Atlanta, Ga. ; J. A. Gross, Retail Merchants Credit Association, Los 

Corresponding Secretary, Dell Angeles, Calif.; J. D. MacEwan, Retail Credit Associa 

Gallat, The Walter Tips Co tion of Portland, Portland, Ore.; Bernard J. Duffy 

Mrs. Lois Huey Austin, Texas; Financial Se Credit Bureau of St. Paul, St. Paul, Minn.; William R 
retary, Marjorie Girton, Queal Arendt, Credit Bureau of Little Rock, Little Rock 

Lumber Co., Des Moines, lowa; Treasurer, Mrs. Helen Ark.; Charles F. Sheldon, Philadelphia Credit Bureau 
Pease. Eagleson’s, San Francisco, Calif.: Pin and Em Philadelphia, Pa.; and C. H. Williams, Credit Bureau of 
blem Chairman, Edna Short, King’s Clothing Co., Fort Edmonton, Edmonton, Alberta, Canada. The Collection 
Smith, Ark.; Educational Chairman, Myrtle Bettridge Service Division elected as President, Earl A. Riley, 
Brinkhaus Bros. Optical Co., Denver, Colo.; Future Credit Bureau of Bridgeport, Bridgeport, Conn.; Vice 
Advantages Chairman, Mrs. Caroline Harmon, Gumble Chairmen, Dale Boley, Credit Bureau of Greater Kansas 
Furniture Co., Troy, N. Y.; and Historian, Louise City, Kansas City, Mo.; Harry E. Boyd, Credit Bureau 
Walker. L. Herman Co.. Danville. Va. of Belleville, Belleville, Ill.; Jerry Harris, Collectors 
Service Bureau, El Paso, Texas; H. D. McGinty, Credit 
Service Co., Great Falls, Mont.; and Ted E. Barger, 








. : : 
Banquet Picture Nebraska Credit Co.. Lincoln, Neb 
Shown below is a picture taken at the banquet of the pictures. The upper picture shows the head table and 
Chicago Conference, Hotel Stevens, June 28, 1951. Due part of the crowd. The picture below shows the balance 
to the size of the crowd it was necessary to take two of those in the banquet hall. 
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1952 Annual Meeting of District Seven 
The annual meeting of District Seven (Arkansas, 
Kansas, Missouri and Oklahoma) will be held at the 
Hotel Jayhawk, Topeka, Kansas, March 23-25, 1952. 


Marion, Ohio 
At the annual meeting of the Marion Credit Granters 
Association the following officers were elected: President, 
Duanne Wisemen, Ohio Edison Co.; Vice President, 
Mrs. Velma Wagner, May Jewelry; Treasurer, Mrs. 
Helen Kerry, The Kerry Jewelry Store; and Secretary, 
Mrs. Helen Orr, Spiegel, Inc. 


New Address for N.A.C.M. 


The address for the new offices of the National Asso- 
ciation of Credit Men is 229 Fourth Avenue, New York 
3, New York. 


Credit Management Division to Meet in Detroit 

The next annual conference of the Credit Manage- 
ment Division of the National Retail Dry Goods Associ- 
ation will be held in Detroit, Michigan, May 6-8, 1952. 


New Offices at Seattle 


The Retail Credit Association of Seattle and the 
Seattle Credit Bureau, Seattle, Washington, have re 
cently moved to new offices on another floor of the same 
building in which they were located. Shown in the pic 
ture on the left below is the typing room, looking toward 
the front of the office. The bookkeeping office is glassed 
in directly behind the typing room and E. DeWitt, Man- 
ager, can be seen from his office which is glassed in on 
both sides and gives an over-all view of almost all of the 
office. The picture on the right was taken from the 
entrance and from the counter of the Bureau. The 
executive and interviewing offices are to the extreme 
left, not shown, and a portion of the glassed-in typing 
room can be seen on the left. The Charga-Plate office 
is shown directly behind the typing room and the adjust- 
ment department is on the right, not shown. In this 
manner, all of the departments are together, making for 
a fine efficient office. 
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Committee Appointments 


President Royce Sehnert has made the following com 


mittee appointments for the coming year: 


Finance Committee 

Hugh L. Reagan, Chairman, The Cain-Sloan Co., 
Nashville, Tenn. 

Dean Ashby, Famous-Barr Co., St. Louis, Mo. 

Charles D. Reno, Scruggs-Vandervoort-Barney, St. 
Louis, Mo. 

Legislative Committee 

Clarence E. Wolfinger, Chairman, Lit Brothers, Phila- 
delphia, Pa. 

Joseph A. White, Co-Chairman, Harris Stores Co., 
Pittsburgh, Pa. 

John K. Althaus, Associated Retail Credit Men of 
Washington, Washington, D. C. 

E. M. Arthur, Woodward & Lathrop, Washington, 
i, <. 

S. E. Collegeman, S. Kann Sons Co., Washington, 
a f. 

Roscoe W. Reichard, Hect & Co., Washington, D. C. 

J. P. Stedehouder, Lansburgh & Brother, Washington, 
. <. 

Credit Education Committee 

Frederick W. Walter, Chairman, The Bailey Co 
Cleveland, Ohio. 

Frank Batty, 85 Moraga Highway, Orinda, Calif 

L. A. Buzard, Frederick & Nelson, Seattle, Wash 

C. B. Flemington, Credit Bureau of Toronto, Toronto 
Ontario, Canada. 

W. C. Goodman, Reynolds-Penland Co., 
Texas. 

John D. Kemper, Marshall Field & Co., Chicago, Il. 

A. S. Kleckner, The Namm Store, Brooklyn, N. ¥ 

K. V. Steenson, Midwest Oil Co., Minneapolis, Minn. 


Dallas, 


Credit Bureau Relations Committee 
Dean Ashby, Famous-Barr Co., St. Louis, Mo. 
Earl E. Paddon, Lammert Furniture Co., St. Louis, 


Mo. 
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Frederic P. Blint 


The sudden passing of Frederic P. Blint from a heart 
attack on Sunday evening June 10, 1951, was a shock 
to his many friends in retail and credit bureau circles 
It was particularly to me as I had received an air 
mail, special delivery letter that day, acknowledging a 
picture taken the night of the open house of the N.R.C.A 
Mr. Blint was keenly interested in the activities of the 
N.R.C.A. and contributed $50.00 to the “Buy a Brick” 
fund when the campaign was first announced in The 
Crepir Worvp. 

Mr. Blint was associated with me at Mandel Brothers 
Chicago, Ill, from. May, 1920, through 1924 and el 
through the years we kept in close touch with each ether 
through personal contacts when possible and by exchange 
of frequent letters Unfortunately I had not seen him 
since June, 1947, when he attended our annual confer 
ence in St. Louis, Mo. 

In the summer of 1936 he accepted a position with 
the National Consumer Credit Reporting Corporation 
to reorganize the office. He continued with that organi 
zation as Treasurer until the remov al of its offices to 
New York, N. Y., the latter part of 1937. Thereafter, 
he was with the Associated Credit Bureaus of America 
as Controller and left in November, 1943, to accept the 
position of office manager of T. S$. Martin Company, 
Sioux City, lowa’s leading department store. Sub 
sequently he was connected with the Charlotte Memorial 
Hospital, Charlotte, North Carolina for several years 
and at the time of his death was Office Manager, Pine 
bluff Sanitarium, Pinebluff, North Carolina 

Funeral services were held in Charlotte, North Caro 


at Svracuse, New York 


lina, June 13, 1951, and burial was in the family plot 
Our sincere sympathy goes to 
his only surviving relative, a niece, Mrs. Elsie Gilbert 


ot Svracuse L. 8. Crowder. 


Jesse M. Overton 

Jesse MI. Overton, Secretary, Portsmouth Retail Mer 
chants Association, Portsmouth, Va., died May 1, 1951 
Mr. Overton, 73, was a native of Portsmouth, a pioneer 
n credit work, and was secretary of the Association since 
1920. He organized the Credit Bureau in 1927. He is 
survived by his wife and a daughter. Mrs. Lillie Lee 
Mason, who received her training under him, has been 


elected secretary of the A ssox lation 


J. A. May 
J. A. May, General Manager, Belk’s Department 
Store, Greensboro, N. C., died in Chicago, IIL, July 3 
1951. He had been with the concern for many vears. He 
had not missed either a District or National Conference 
in many vears. He is survived by his two daughters to 


whom we extend our deepest sympathy. 


Help Wanted 


One hundred bed general hospital in New York State 
desires the services of a credit executive who Is interested 
in institutional type work. Salary is open. Should have 
background of credit experience both in administration 
Inquiries will be held in strict con 
Robert 
E. Johnson, Administrator, Geneva General Hospital, 


Geneva, New York. 


and promotion. 


fidence. Send full background information to: 
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Wanted by the FBI 


FREDERICK EMERSON PETERS, fi)! \ 


FREDERICK EMERSON PETERS, who has been 
convicted for impersonation and passing fraudulent 
checks, is presently being sought by the FBI for violation 
ot probation and tor causing the interstate transportation 
of traudulent checks 

Peters a prolific check passer is suave and a smooth 
talker with a scholarly appearance. He makes a good 
impression on his victims and has a great knowledge 
concerning many trades, protessions, educational institu 
tions and benevolent foundations He usually cashes 
bogus checks after a convincing discussion with his in 
tended victims on any subject. He will claim to be a 
physician, college professor, Government official or repre 
sentative of other professions depending on his victims 
He frequently claims that he must catch a train and has 
misplaced his wallet. 

In his activities, Peters has used many aliases, some 
of the most recent being A. M. Palmer, E. G. Brooks 
Dr. Alan Brooks, R. W Paine, Paul McClintock 
Nathaniel W. Howard, Dean Walter Anderson, Dr. A. 
J McPherson, Dr. W. 7 Ferguson A. ¢ Brooks 
Gordon K. Chalmers, Norman Feather, J. I. Barnes, 
Dr. E. I Alexander A. Baker 

Description: Age 65; date of birth, September 28 
1885; place of birth, West Salem, Ohio, height, 5° 8” 


weight 160 pounds ; eves bluish grev, wears shell rimmed 


Stuart and Dr 


glasses; teeth, wears full upper plate lower teeth dark 
complexion, ruddy; build, medium; race, white; nation 
ality, American Any person having information which 
may assist in locating this individual is requested to im 
mediately notify the nearest office of the Federal Bureau 


of Investigation or his local law entorcement agency 





—Positions Wanted— 


Credit Manager-Controllet 


manager in large West Coast retail chain store. Thor 


Now employed as credit 


oughly experienced in all phases of installment and com 
mercial accounts, chain store and mail order accounting 
and auditing. Age 47, married, ten years with present 
employer. Prefer West Coast or Southwest. Box 8511 
The Creprr Worip 

Crepir MANAGER, 13 years’ experience with either 
conventional or cycle billing. Familiar with credit sales 
Presently 
employed but wishes larger field of between 10,000 and 
References exchanged. Box 8512, 
The Crepir Wor .p. 


promotion, personal relations, and credit audit 


25,000 accounts 
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“BUY A BRICK” 
News 


Summary 
Up to July 25, 1951, the National Office has received 


contributions to our “Buy a Brick” fund as follows: 


Credit - 
Districts 


Associations, Credit Managers, and 
$6,139.50 


Credit Bureaus and Bureau Managers 2,013.00 


Credit Women’s Breakfast Clubs and Credit 


Women $19.00 


Firms and Individuals 1,894.00 


Total $10,865.50 


Contributions at the Chicago Conference 


The N. R. C. A.’s Buy a Brick Fund increased 
$1,083.00 at the Chicago Conference. 
a picture of Harold A. Wallace, on the left, Executive 
Vice President, Associated Credit Bureaus of America 
handing a check for $500.00 to Clarence E. Wolfinger, 
President, National Retail Credit Association. The gift 
was presented on behalf of the Associated Credit Bu- 
reaus of America. Other gifts included: Associated Re 
tail Credit Men and Credit Bureau of St. Louis, $250.00; 
Credit Bureau of Wichita, Wichita, Kansas, $150.00; 
Albuquerque Retail Credit Association, Albuquerque, N. 
M., $100.00; Quarter Century Club, National Retail 
* Credit Association, $35.00; N. M. MacLeod, Manager, 
Credit Bureau of Spokane, Spokane, Wash., $25.00; 
Joseph H. Riggs, Florida National Bank, Jacksonville, 
Fla., and Past President, N. R. C. A., $15.00; P. O. 
Greer, St. Louis, Mo., $5.00; and Mrs. Cammie Lee 
Hollis, Atlanta, Ga., and Recording Secretary, Credit 
Women’s Breakfast Club of North America, $3.00. 


Shown below is 
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Buy a Brick” Comments 

‘The Credit Management Division of the National Retail 
Dry Goods Association is pleased to donate the enclosed check 
for $100.00 to the building fund of the National Retail Credit 
Association Best wishes for your continued success.”—A 
Trotta, Manager, Credit Management Division, National Retail 
Dry Goods Association, New York, N 

“It is with a great measure of pleasure that we, 

the officers of the Credit Women’s Breakfast Club of 

Philadelphia, enclose herewith our check for $34.00, 

for the ‘Buy a Brick’ campaign, representing a brick 

for each member of the club. We sincerely hope that 

your goal will be reached soon in the campaign. 

—Constance Dozier, President, Credit Women’s 

Breakfast Club of Philadelphia, Gimbel Brothers, 

Philadelphia. 


“At a recent meeting of the local Retail Credit Association 
it was voted by our members to contribute $25.00 toward the 
‘Buy a Brick’ campaign. Enclosed is our check for this amount 
toward the building fund. Please accept our best wishes for 
a successful campaign."—D. E. Woodrick, President, Retai 
Credit Association of ReckSecd, _Rockford, Ill 


“It is a great deal of plencuse to send you the en- 
closed check for $50.00 for your ‘Buy a Brick’ cam- 
paign. This from the credit granters of the Ninth 
District of the N.R.C.A.”—Donald H. Puffer, Secre- 
tary-Treasurer, The Retail Credit Men's Association, 
Denver Colo. 


. 

“Enclosed is my check for $10.00 for the purchase of ten 
solid bricks to be used in the building of the N.R.C.A.’s new 
home. To be a member of the National Retail Credit Associa 
tion is not only a privilege but it carries with it a desire to 
cooperate in all worthy undertakings. I extend my hearty 
congratulations on what has already been accomplished. More 
power to all you men who have taken the initiative and with 
such success.”—Louis Spencer, President-General Manager 
Collection Service, Inc., Ockiand, Calif 


“We are enclosing our , =” for $10.00 to pay for 
ten bricks in your new home. The Credit Women’s 
Breakfast Club of Enid, Oklahoma, considers it a 
pleasure and a privilege to be able to help in this 
small way in your ‘Buy a Brick’ campaign. Best 
wishes for your success.”"—Mrs. Jessie Meredith, 
Treasurer, Enid Credit Women's Breakfast Club, 
Enid, Oklahoma. 


“Enclosed you will find our > check for $10.00 as our con- 
tribution to your ‘Buy a Brick’ campaign. We are a little 
late, however we trust you will still be able to use our check 
and sincerely hope that you are enjoying your new building.” 
—Arline M. Justice, Treasurer, Lincoln Credit Women’s Break- 
fast Club, Lincoln, Neb. 


“It is a real pleasure to enclose our check for 
$100.00 from District Five to assist in the building of 
our new National Office.”—Mrs. Carrie Thompson, 
President, District Five, N.R.C.A., Gilmore Brothers, 
Kalamazoo, Mich. 


Wanted to Buy—_—_ 


Crepit BurgEAU in Southwestern City of over 10,000 
population. Box 8514, The Creprr Wor vp. 


For Sale 


Crepit Bureau in Southern California. Net over 
$1,000.00 monthly. II] health forces quick sale. Box 
8513, The Creprr Wor.p. 
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Great Falls, Montana 
The Credit Association of Cascade County, Great 
Falls, Mont., recently elected the following officers and 
directors: President, F. M. Ganey, First National Bank 
Vice President, Walter Johnson, Duval Hardware & 
Furniture Co.; Treasurer, Paul Johnson, First Federal 
Savings and Loan Co.; and Secretary, F. W. Johnson 
Credit Bureau of Great Falls. Directors: Frank Bower 
Great Falls National Bank; George Dabler, Ideal Laun 
dry; T. E. Uppinghouse, Upp’s Food Market; Earl 
Blomquist, Union Oil Co.; Bruce Moon, Great Falls 
Clinic; and Axel Hedensten, Montgomery Ward and Co 


District Twelve at New York 
At the annual meeting of District Twelve held at New 
York, N. ¥ the following officers and directors were 
elected: President, Louise Walker, I. Herman, Danville 
Va.; Vice President, Kenneth Miller, Lundy Lumber 
Co., Williamsport, Pa.; and Secretary-Treasurer, J. A 
White, Harris Stores Co., Pittsburgh, Pa. Directors: 
George W. Stephens, R. E. Powell and Co., Salisbury 
Md.; Mary Althizer, S. H. Heironimus Co., Roanoke, 
Va.; Willard Poole, Diamond Dept. Store, Charleston 
W. Va.; N. A. Olson, Kennard-Pyle Dept. Store, Wil 
mington, Del.; A. S. Kerby, Hardy & Hayes, Pittsburgh, 
Pa.; and Emma Gehris, Reading Credit Bureau, Read- 
ing, Pa 
Raymond, Washington 
The new officers and directors of the Retail Credit As 
sociation’ of Pacific County, Raymond, Wash., are as 
follows: President, Harry Fisher, Harry Fisher Home 
Appliance Co.; Vice President, Gene Lougheed, Ray 
mond Hardware Co.; Treasurer, Frank Kolcz, Antilla & 
Kolez Jewelers; and Secretary, R. D. McDonald, Mc- 
Donald Credit Service. Directors: Walter Lorentsen, 
South Bend Transfer Co.; Pete Lapinski, Lapinski Gro- 
cery; Jude Baker, Baker Furniture Co. 


Homer L 
Evans, Evans Mobile Service; Ralph Ekrem, Minkler 
Motor Service: and John W. Mathis, Seattle First Na 
tional Bank. 
Omaha, Nebraska 

At the annual meeting of the Associated Retail Credit 
Granters, Omaha, Neb., the following officers and direc 
tors were elected: President, F. L. Barak, Aulabaugh 
Furs; First Vice President, Harlan Cain, C. B. Brown 
Co.: Second Vice President, Peggy Rader, Rader Office 
Equipment Co.; Secretary, Allen T. Hupp, Associated 
Retailers of Omaha; and Assistant Secretary and Treas- 
urer, Earl Higgins, Associated Retail Credit Bureau. 
Directors: Don Smith, Northwestern Bell Telephone 
Co.; F. Kaster, Micklin Lumber Co.; Floyd Hughes, 
Merchants Investment Co.; Loretta Dexter, Natelson’s; 
Julia Croft, T. L. Combs & Son; Hortense Christiansen, 
The Aquila; Andrew Lamoreaux, J. L. Brandeis & Sons; 
and Arnold Wallin, First National Bank. 
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Beaumont, Texas 

The 1951-1952 officers and directors tl Retail 
Credit Granters, Beaumont, Texas President, L. 
W. King, Ener and White Co.; Vice President, Mathew 
Nosek, Winton Automatic Gas Co.; Secretary, Maxine 
Sanders, Thames Drug Stores Co Ireasurer, E. E 
Singleton, The Credit Bureau; and Assistant Secretary 
Beulah Oborski, The Credit Bureau. Directors: Gaston 
L. LeBlanc, Globe Laundry; Marian Latham, Paul's 
Shoe Store, and Mack Boyd, Gulf Oil Corp 


Savannah, Georgia 
The Associated Retail Credit Managers 
Georgia has elected the followi 1g 
for 1951-1952: 


Savannah 
oficers and directors 
President, John Towers, Hogan’s De 
partment Store; Vice President, J. Mac. Chandler 
Savannah I lectric if d Pow er 4 o Treasurer 4 B 
Gnann, Morris Levy's; and Secretary, Murrey B. Wel 
don, Merchants Credit Association. Directors: Clarence 
Williams, Savannah Planing Mill: C. Roy Linzer, Fried- 
man Jewelers; Eugene Powers, C. F. Powers Insurance; 
E. C. Eckles, Mingledorff’s In and H. K. Keenan 


North American Loan 


Bridgeport, Connecticut 

At the first annual meeting of the Retail Credit Asso 
ciation of Bridgeport, Bridgeport, Conn., the following 
officers and directors were elected President, Sidney 
Hoffman, Michael Hoffman Fuel Co.; Vice President, 
Paul Newton, Bridgeport People’s Savings Bank: Treas 
urer, Raymond Goebel, New England Coal and Coke 
Co.; and Secretary, Walter H. Kerr, Bridgeport Credit 
Rating Bureau. Directors: Walter H. Glunts, Leavitts, 
Inc.; Harry Friedman, Arcade Dress Shop; and Robert 
Lederer, Lederer, Inc 


District Five at Chicago 

At the annual meeting of District Five held at Chi- 
cago, Ill, the following officers and directors were 
elected: President, Arthur R. Peterman, Cleveland Plain 
Dealer, Cleveland, Ohio; Vice President, Keene Wolfe, 
Michigan National Bank, Battle Creek, Mich.; and Sec- 
retary- Treasurer, Thomas G. Black, The Ryal Co., 
Detroit, Mich. Directors: F. R. Close, Wm. Taylor & 
Sons Co., Cleveland, Ohio; Vera F. Rousculp, Leader 
Store, Lima, Ohio; Lou Korman, H. Weber Son & Co., 
Zanesville, Ohio; Louise Graf, Howell Furniture Co., 
Louisville, Ky.; Carrol D. Whisler, Mabley & Carew, 
Cincinnati, Ohio; Harry W. McMillen, Borden Co., 
Detroit, Mich.; Howard T. Tupper, Home Furniture 
Co., Kalamazoo, Mich.; and Mabel Sproehnle, Besten 
& Langen, Louisville, Ky. National Director: Mrs. 
Carrie Thompson, Gilmore Brothers, Kalamazoo, Mich. ; 
and Alternate National Director, C. J. Redding, Kay's 
Jewelers, Lima, Ohio. 
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MAJOR CREDIT department function is the 
A development of good public relations. Credit sales 
managers must, in one way or another, get over to their 
departmental personnel the fact that the public relations 
chain is only as strong as its weakest link. Costly and 
well-planned customer good will building programs are 
sometimes rendered valueless by one thoughtless act or 
unintelligent routine procedure somewhere down the 
line. Good will like a good name is won by many acts— 
and lost by but one. 

A startling example of this came to our attention 
the other day. A member sent us a letter received by 
a friend of his from a nationally known business firm 
This person had carefully saved, and sent in, a number 
of box tops of an extravagantly advertised breakfast food 
for a premium—a pair of scissors. After waiting two 
months, more or less patiently, for the scissors, she 
finally wrote to the company. This is the reply she 
received : 

Dear Madam: 

In response to your letter dated June 12th we could 

not place your order for a pair of scissors, as you did 

not mention your complete address, but we have now 

identified it with our address 
Your request for the above premium has today been 
entered, and this should reach you in the next two weeks 
Irusting we may have the pleasure of serving you 


again in the near future, we are, 
Yours very truly, 


This far from cordial letter did little to smooth the 
annoyed customer’s feelings. The fact that the letter 
was signed with initials only made the recipient feel 
that the matter was of small concern to the big firm. 

The company from which the letter came is noted for 
the excellence and extent of its advertising campaigns 
No expense is spared by them in securing the best possible 
talent to prepare and deliver its sales messages. News 
papers, radio, television, national advertising, and othet 
promotional media are used freely and generously. 

Yet, in the mind of one customer at least, waiting 
vainly for her premium, all this expense and effort has 
been wasted. Her confidence in the company and its 
products has been weakened because of unintelligent 
follow-up and unimaginative correspondence. 

Stores prepare, and place, expensive institutional ad 
vertising designed to convince the customer that the ABC 
Department Store is a good store in which to shop, with 
personnel devoted to serving the customer well. While 
this is all to the good, those employees coming into actual 
contact with the customers must recognize their obliga 
tion to perform as promised. Otherwise, all that has 
gone before is meaningless. 

The greeting of a receptionist in the credit department, 
for example, has as much, if not more, effect on the 
customer as the full page newspaper advertisement tell 
ing how wonderful is the store 
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The friendly smile of a cashier accepting gracefully 
hard-earned money paid on an account leaves a sharper 
impression on the customer’s mind than beautifully pre 
pared direct mail pleading tor patronage. 

A pleasant chat with an understanding and courteous 
credit counsellor will do much to earn good will and 
steady business, while brusqueness and lofty indifference 
drives customers to a more friendly and human 
competitor. 

Interested and helpful service at the adjustment office 
will pay off handsomely in increased customer liking 
Rapid and efficient authorization makes shopping a 
pleasure and brings back customers And, many other 
situations could be cited. 

All this points up the responsibility of the credit execu 
tive in training his staff to be everlastingly courteous 
and considerate in customer relations. It is in the cus 
tomer contact functions that the credit department can 
really shine. The golden reward comes in the supreme 
praise often heard of outstanding stores, “I always enjoy 


going to Blanks, everyone is so very nice to me. 


This Month’s Illustrations ™—> 


Illustration No. 1. This outstanding inactive ac 
count letter used by Clarence E. Wolfinger, Credit 
Manager, Lit Brothers, Philadelphia, Pennsylvania, just 
sings with customer interest. The possibility of a lost 
or misplaced Lit Charge-Coin, or a change of address 
as the reason for inactivity is skillfully made the central 
theme. Note the informal language—nothing stiff 
Such a letter makes Lit 
Big stores 
like little stores, are built by customers, one at a time 


Illustration No. 2. Kate Northern, Credit Man 


ager, Porter's, New Orleans, Louisiana, believes in get 


starched about this letter. 


Brothers seem really human and friendly. 


ting the customer started right. This pleasant note 
recognizing prompt payment of a first statement to a 


new customer, is a worth-while gesture that customers 


appreciate. Just as an account well opened is half col 
lected, so prompt-pay habits, early incul isually 


mean a satistactory customer. 

Illustration No. 3. 
tomer ofters a wonderful opportunity to create good will 
J. P. Stedehouder, Credit Sales Manager, Lansburg 
and Brother, Washington, D. C., makes the most 
the occasion by suggesting specihc purchases 


Illustration No. 4. Wichita, Kansas, is a fast 


Refunding money to a u 


growing city, and William Gomon, Credit Manager 


Howse Company, makes it a point to send a cordial 
welcome to newcomers. In this fine letter, an interest 
ing bit of local history starts the letter off on the road 
to reader interest. Note the generous gift coupon en 
titling the customer to a credit of five dollars on the 


initial purchase, 
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LIT BROTHERS 
4 GREAT STORE IN 4 CaRatT crry 
MARKET + EIGHTH + FLBERT + severe 
PHILADELPHIA 5S. PENNA” 





Supervisor has bobved ap with 
answer: Have 
and 
s 


tmo questions 
you lost or aisplaced your Lit 
how about your name and address - nave 
“ 


- ave anything keep you 
im advantage offered by Lit 
ite immense selections ast . 
Values that are tals of * 


si. 
from enjoying every shor 
brothers r 
f fall needs our work 
Philadelphia. . 
ay — expect that ane " 
be exceeded b : your payment w m 
Porte ,/ you return to 

r in the future 











Teh to Beh we & STREETS NW 
WASHINGTON «0 C 


July 20, 195) 


Mre. Richard Roe 
diy Indian tribe on ocated et JOO t Minth Street 
ttle Arkansas Rivers, sas founded in Washington, 0D 
history reflects the impressive development f the ; 
lved since the "Scattered Loages* of Dear Mrs. Roe 
ma pF i that welcases you 
It is « pleasure to forward the en 
. growth...pride or. It represents « refund of servic 
TY. .VALUE.. . r © its establis was made possible by the prospt paynent of your Budget 
me Furnishers to tr Accommt. 


f n ditional furnishings, 
Perhaps in your new home you oe len oe sree ne tie opportunity & 
stores and t browse through the are offering a wide card 
coverings and appliances rt 
et 
s In any event 
~ may desire to use our CVE ENT BUDGET PLAN; we will be nappy & t« be « pleasure to have you B end themes 
ss arrangements to suit your nee 


May an r family enjoy living in Wichita ant find here happiness F ® greatly appre 4, « ~t 
prosperity and « wealth of new friends...we at HWSE express a sincere te © the st qualities and 
meeting you personally SOON. 





~ eteno.ter 
Credit Sales Manager 
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JOHN F.CLAGETT, Counsel, National Retail Credit Association, Washing 


Judicial 

Price Fixing and Price Discrimination: During the 
term of the Supreme Court just closed some sixteen 
opinions were handed down in the field of business regula- 
tion. Three cases concerned or directly affected retail 
prices—two companion cases were under the price fixing 
exemption of the Miller-Tydings amendment to the 
Sherman Anti-trust Act, and the third involved the ques 
tion of price discrimination under the Robinson-Patman 
Act. 

In the two companion cases in which Calvert and 
Seagram had sued Schwegmann Bros. for undercutting 
whiskey prices, the Supreme Court held that the “non 
signers” provisions of state fair trade laws were not 
exempt from the anti-trust laws under the Miller-Ty- 
dings amendment of 1937. This ban would seem to end 
effective price maintenance under fair trade laws in some 
45 states, since a manufacturer or distributor of a trade- 
marked or branded product cannot enforce price fixing 
against anyone who has not signed the agreement. The 
Court said, “Had Congress desired to eliminate the con- 
sensual element from the arrangement and to permit 
blanketing a state with resale price fixing if only one 
retailer wanted it, we feel that different measures would 
have been adopted—either a nonsigner provision would 
have been included or resale price fixing would have been 
authorized without more.”’ 

However the nonsigner clauses remain in the state 
laws, and the decision does not apply to intrastate com 
merce. The price wars now breaking out throughout the 
United States appear to be the direct result of the Court's 
decision. 

In the other case referred to, the Supreme Court held 
that a price differential made to one customer in good 
faith to meet the lawful and equally low price of a com 
petitor constitutes a defense to a charge of unlawful price 
discrimination under the Robinson-Patman Act (Stand- 
ard Oil v. Federal Trade Commission, 19 Law Week 
4073). 

Legislative proposals quickly followed the decisions in 
each situation, being aimed in the one instance at writing 
into statutory law the Supreme Court’s interpretation of 
the Robinson-Patman Act, and in the other at amending 
the Sherman Anti-trust Act with respect to contracts or 
agreements which establish resale prices extended by state 
law to nonsigners. 


Legislative and Administrative 
Demand for FM Receivers: Clarifying certain cur- 
rent representations about the non-use of spectrum space 
assigned to FM broadcasting, and the allocation of such 
space to television, Chairman Wayne Coy of the Federal 
Communications Commission on July 13 sent out a 
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public notice emphatically repudiating the suggestion. 
“The FCC is not considering allocating the FM band or 
any part of it to any other service,’ he said. “The ap- 
proximately 700 stations is real testimony to the 
strength of the service, particularly when one considers 
that many manufacturers do not make sets and none of 
them have carried on continuously aggressive sales cam- 
paigns. In almost every area in the country there is an 
unfilled demand for FM receivers.” 

The uncontrolled battle for controls: At mid-July 
the only thing that appeared certain about the future of 
economic controls, including those affecting consumer 
credit, was the determination of Congress to relax rather 
than strengthen them, contrary to demands made by the 
Administration. But both present and future actions as 
to the precise changes to be adopted or mechanisms to be 
used was uncertain, and probably would remain so. 
Much would depend upon the course of events in Korea 
and Iran and elsewhere. Congress might well come up 
with different or modified answers from those contained 
in present proposed legislation to carry forward the De- 
fense Production Act of 1950. As the Senate passed its 
version of this legislation and the House continued its 
voting, a new bill was thrown into the hopper by Con 
gressman Takett, Democrat of Arkansas, in the form of a 
resolution to create a special committee to study the 
Federal Reserve Board’s activities concerning consumer 
credit controls (House Res. 321), and in the upper 
chamber a measure of broader import appeared in a 
proposal by Senator Gillette of Iowa to set up a special 
committee of 13 Senators to study problems affecting 
consumers and prices charged the consumer (Senate Res. 
169). 

At the same time the Federal Reserve Board issued a 
statement that it will continue to oppose relaxation of 
consumer credit curbs on autos, television sets and house 
hold appliances. Some Senate Finance Committee mem- 
bers have contended that “high prices” have and will con 
tinue to drain away excess purchasing power. 

On July 1 Director of Defense Mobilization Charles 
E. Wilson issued his 2nd Quarterly Report to the Presi- 
dent. In a chapter devoted to inflation he observed that 
the critical question now is, “How long will the present 
lull last, and can the line be held when heavy pressures 
reappear?” He contended that inflationary pressures 
have a simple origin—more money seeking goods than 
there are goods to buy, and that the excess of demand 
over supply is the “inflationary gap.” He pointed out: 
“Our plans call for an increase for national security from 
the present rate of about $35 billion a yeaf to an annual 
rate of more than $65 billion a year from now ... an 
increase of more than $30 billion in national security 
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activities would produce an inflationary gap of $10 il r ? Ba iT ti H | Di 
billion to $20 billion.” He said that there are four arry ° r es imonia inner 
methods of dealing with the inflationary gap: 1. Assure Harry P. Earl. Manager, Credit Bureau of Salt Lake 
a steady increase in total national output; 2. Price and City, Salt Lake City, Utah, was tendered a testimonial 
wage controls; 3. Prevent the increase of purchasing dinner by the officers and directors of the bureau on May 
power by higher taxes, inducements to save, and restric 10, 1951. He received gifts from the employees of the bu 
tions on credit; and 4. Cut down non-defense public ex- reau, the board of directors, and the board of directors 
penditures. “We are still counting strongly on the anti of the Associated Credit Bureaus of the Rocky Mountain 
inflationary effects of heavy new taxes in the legislation States. For 20 vears Mr. Earl was Credit Manager of 
now pending,” he said. “Without new taxes, other con the Utah Pow und Light Co., and during that time 
trol measures cannot be wholly successful.” held many offices in the Credit Bureau He was named 
That there would be heavy new taxes was certain Manager of the Credit Bureau in 1940. He was Presi 
Secretary of the Treasury Snyder predicted a deficit o dent of District Nine, N. R. C. A. in 1936 and a member 
$1.2 billion even with the enactment of the Administra of the board of directors. N. R. C. A. in 1937-38. He 
tion’s full $10 billion tax hike; the House had alread was president of the Associated Credit Bureaus of Amer 
' 


+ os am - ; 
passed a bill calling for $7.2 billion and the Senate was ica in 1949-50. In addition to the remarks made by the 


beginning hearings on a predicted figure of $6 billion t speakers, many congratulatory telegrams and 

maybe only $4 billion in view of the immediate situation letters were read lauding Mr. Earl's efforts in behalf 

in Korea of retail credit At the conclusion of the dinner, he was 
Senator Byrd had figured out this way in what he presented with the president's plaque of the Associated 

called a “Byrd’s”-eye view of the budget given in a Credit Bureaus of America, by Harold A. Wallace 

speech which was entered in the Congressional Record Executive Vice President 

for June 27: “Expenditures for fiscal 1952, $72,000 

000,000 ; income under existing taxation, $58,000,000,000 Lehigh University Conference 

to SOU.000,000 000 (estimated ) ; deficit without new I 


hich University was host. to the 1951 National Con 
taxation, $12,000,000,000 to $14,000,000,000. 


sumer Credit Conference, May 24-25, 1951. Dean Carl 

Whether there would be a commendable effort to cur E. Allen of the College of Administration planned and 
tail non-defense public expenditures was uncertain and conducted the conference, with the able assistance of the 
seemed unlikely in view of current appropriations trends entire Commerce faculty, particularly Dr. Frederick A. 
In the same speech Senator Byrd said: “Exclusive of the Bradford, head of the Department of Finance, and Dr 
military, of interest on debt, of cost of the veterans, of Herbert M. Diamond, head of the Department of Eco 
foreign assistance, the President recommended domestic nomics and Sociology. The 15 principal consumer credit 
civilian expenditures of $9,800,000,000 for fiscal 1952, granting associations acted as co-sponsors of the confer 
as compared to $3,600,000,000 in the war peak of 1946 ence and represented every phase of the consumer credit 
and of $6,100,000,000 in post-war 1948 for the same granting business of the United States. The N. R. C. A 
purposes.” But Senator George called for a $6 billion was one of the co-sponsors and was represented by 
cut in Government spending to put an end to talk of any Clarence E. Wolfinger who gave an address on “Evalua 
necessity of a $10 billion tax hike at this time. wk tion of the Credit Risk.” 





Supplies Available from National Office 


Age Analysis Blanks ... . $ 8.50 
Credit Application Blanks . . 

Good Things of Life on Credit (Educational Booklet) 15. 00 
Educational Blotters (For Credit Bureau Distribution) 9.00) +m 
DE OUD... 0 0 « oe “ee oe 3.00 
Guarantee and Waiver Forms. ...... . 4.00 
Civil Relief Act Waiver Forms . ..... . 4.00) 
CREDIT WORLD Binders . , 2.50 each 
N.R.C.A. Electros . . . oe .75 each 
N.R.C.A. Membership Siens a .75 each 
Better Letters Service (12 issues) . 25.00 

Pay Promptly Advertising Campaign qs mate) 2.50 each 


* * * * . 


NATIONAL RETAIL CREDIT ASSOCIATION 
375 JACKSON AVENUE ST. LOUIS 5, MISSOURI 
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E HAVE been asked for a simple, concise and 

clear guide to enable smaller credit granters t 
avoid the dangers that exist in extending retail credit. 
The following suggestions are taken from a booklet pub 
lished by the National Retail Credit Association, The 
Road to Profitable Credit. They form a blueprint of 
successful credit operation. 


Credit Musts 
1. Require a complete application containing the 
following: 

A. Given name, middle initial and correct spelling 
of last name. 

B. Full name of wife. 

C. Number in family. 

D. Last residence address and if resided there 
less than two years, the last previous address. 
Whether owns home, boards or rents. 

Name of employer. If more than one position 
held in the past three years, name of former 
employers covering that period of time. 
Positions held and, if possible, the department 
in which the applicant was employed. 

Names and addresses of trade references, both 
open credit and instalment. 

Bank references and whether checking or sav 
ings accounts. 

J. Name and address of one friend and one 
relative. 

Obtain a full report from your Credit Bureau. 

Be sure your credit terms and policies are undet 

stood by the customer. 


MORE SALES... Through Charge Customers 
We Can Get You 


OR MORE 
Ly te thérge 
Customers 


“VERY Days 





1518 Walnut Street, Philadelphia 2, Pa, 
ed 
manner + oromen « artitene /Veseatch 
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Sales Promotions—Office Procedures 
Credit & Collection Problems 
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Educate new customers to the importance of 
prompt payments. Follow such accounts in the 
early stages of delinquency. 

Report to the Credit Bureau any account more 

than 90 days past due. 

Permanently close accounts of chronic slow-paying 

customers. 

Do not permit the pyramiding of accounts 

serve credit limits, and if the customers 

titled to large limits, increase then 

Deferred payment accounts should have the same 

intelligent handling: 

A. Complete credit reports are essential. 

B. Instalments should be followed in from three 
to five days following maturity. 

C. Don’t permit instalment customers to overbuy 
because they are to pay in monthly payments 

D. Follow customers for additional business if 
payments have been met in a satisfactory man 
ner and not more than three instalments re 
main unpaid. 

Inactive charge accounts should be followed 
monthly and the reason for inactivity ascer 
tained. This attention is appreciated and 
builds sales. 

It is your responsibility to: 

\. Inciease credit sales. 

B. Collect accounts promptly) 


Build good will for your firm 


Credit Don’ts 
Don’t extend credit without first obtaining a com 
plete credit report on the applicant 


h” or the fact that 


Don’t extend credit on a “hun 
you are acquainted with the applicant, or he has 
been a cash customer. 

Don’t make a partial check by telephoning o1 
writing references furnished by the applicant 
Naturally, in most cases, he will be in good stand 
ing with such firms. A complete credit report, in 
the ke ng run, will prove the cheapest and you will 
be assured of good and bad information alike 

a true picture of the applicant's record and ability 
to pay. 

Don't withold information from your Credit Bu 
reau longer than is required to check your records. 
It slows up the service of the Bureau and the 
inquiring member and makes for extra handling 
by all concerned. ‘This increases the cost of Bu 
reau operation and additional costs must be ab 
sorbed by all members. 

Don’t extend credit in the face of unsatisfactory 
information, because you may feel that the cus 
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tomer will pay you—that you are a better col 
lector. It just doesn’t happen that way often 
enough to warrant the risk involved. 
Don’t show your feelings in collection letters t 
customers who have ignored previous requests for 
payment. Judgment and diplomacy are required 
in handling collections and particularly so with 
such customers . 
Don't threaten to take certain action and then 
back down. Don't threaten until you mean it and 
then follow through 
Don’t permit past-due accounts to run indefinitely 
If you are unable to make collection within four 
and not more than six months, other steps should 
be taken. The longer you delay action, the more 
dificult the collection Usually collection fees 
are based on the age of accounts and collection 
prospects are brighter in the early Stages of de 
linquency. Therefore, you save money when such 
accounts are promptly placed in the hands of the 
collection department of the Credit Bureau or the 
agency used by vou for this purpose 
Don't delay closing accounts of slow-paying cus 
tomers or those who overbuy and cannot be edu 
cated to pay according to the store’s terms. Your 
bad debts are largely made up of accounts in the 
two categories, plus those on which credit was 
extended without sufficient information. 
Don't fail to attend meetings of your local asso- 
ciation. Discussions at such meetings and becom 
ing better acquainted with your fellow credit 
granters will pay dividends to you and your firm 
Don’t fail to read every article in The Crepit 
Wor.p each month. You never know when you 
may run across the very idea you are looking for. 
Systematic reading of The Creprr Wortp will 
keep you abreast of the times in the retail credit 
field. 

Credit Bureau Musts 
Upon completing application for credit, obtain 
complete report from your Credit Bureau. 
The necessary data should be furnished to the 
Bureau, such as: 


\. First name and second initial of applicant for 
credit, and if married, first name of wife or 
husband. 

Residence address for past three to five years. 
Position and place of employment for past 
three years. 

Trade references. 

Bank account and whether checking or savings. 

F. Whether monthly charge or instalment account. 

Rush reports should be requested only when ab 

solutely necessary. An unusual number of such 

requests will seriously affect the service of the 

Credit Bureau and increase its operating costs. 

Requests from the Bureau for credit information 

should be handled with dispatch, to insure: 

A. Prompt service to inquiring member, and 

B. Courtesy to the customer referring to you. 

Report to the Bureau all slow and unsatisfactory 

accounts, excess returners of merchandise and cus 

tomers inclined to overbuy. 


Buy a Brick, BREAK THE THERMOMETER! 








Charge accounts of customers inactive for more 
than a vear should be checked through the Bu- 
reau to ascertain current credit standing. 
Look upon your Bureau as you would a key execu 
tive and an important department of your business 
essential to the successful extension of credit. 
Cooperate with the Bureau to: 
A. Improve credit conditions in your community, 
and, 
B. Consider it your responsibility to contribute 
to the success of the Bureau in all its activities. 
Use your Credit Bureau freely, with the knowl 
edge that money expended for reliable credit re 
ports enables you to extend credit safely and is an 
investment and not an expense 
In an effort to effect savings, do not communicate 
with references direct. Such information is, as a 
rule, only partially complete and in the long run, 
much more costly than the purchase of credit 


reports on all applicants. wer 





Kemind You-- 


that this account 
has probably been 
overlooked and 
we'll appreciate 
your remittance. 


Thank You! 


Please! 


NOW that we've 
reminded you, 
won't you send 
us a check— : 
please? Offic 


Thank You! 





National Retail 
Credit Association 


375 JACKSON AVE 
St. Louis 5, Me 
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General Business Conditions 
BUSINESS ACTIVITY has slowed down a little, but the 


rate remains high in comparison with last year and also with 
the postwar peak which was reached earlier this year. Varia- 
tions among different sections of the country are now about 
the same as they have been for several months, although there 
are fairly wide fluctuations among different industries. The 
shadings on the LaSalle Map have changed in only a few 
places this month, and indications are that the present plateau 
will be maintained without any major modifications during the 
summer months. 

The total volume of trade and industry, as measured with 
financial transactions, now averages about 17 per cent higher 
than it was last year at this time and within 5 per cent of the 
peak. Only in the holiday buying seasons has the volume been 
higher. The major factor in the increase and also in the re- 
cent minor falling off has been the changes in the price level 
The physical quantities of consumer goods produced and sold 
are probably less than they were a year ago, but this decline 
has been offset by the increases in the production of military 
supplies and equipment. Activity in many of the service 
industries has been increasing, and additional gains are ex- 
pected if the supplies of civilian goods should be reduced as 
much as is generally expected later in the year. 

The major areas of very good business are in the industrial 
region around the Great Lakes, in the West, and in the South- 
west. In general, industrial regions report greater gains over 
last year than the agricultural sections of the country. Among 
industrial groups, the industries producing heavy goods, such 
as machinery and equipment, have speeded up operations more 
than have other groups, and the cities in which this type of 
production predominates are getting along best. Production 
in some of the non-durable goods industries has been tapering 
off, and this decline accounts for the relatively poorer showing 
in ‘the New England states, in the Southeast, and in parts of 
the South 

Conditions are becoming more favorable in the agricultural 
sections of the Middlewest, although the volume of trade and 
industry continues to lag behind the national average. Crop 
prospects have inproved both in the northern part of the re- 
gion and in the southern section. The wheat crop is expected 
to exceed that of last year, and other crops are expected to be 
considerably above average if normal weather conditions con- 
tinue to prevail throughout the growing season. Business in 
these areas is also stimulated by the great increases in the 
production of petroleum and the expansion of manufacturing, 
especially that of the production of airplanes 

Agricultural conditions, industrial expansion, and ship- 
ments abroad combine to produce better business conditions 
along the Pacific coast. Somewhat greater gains have been 
made in the southern part than in the northern, although 
in both places the volume of business has made greater gains 
above last year than in most other parts of the country. 

Canadian industrial activity and trade have shown some- 
what greater stability than has business in the United States 
Gains over last year are a little less, but this difference is due 
to the fact that previously the falling off in Canada had not 
been quite so great. The industrial regions are holding up 
somewhat better than the agricultural sections. Crop pros- 
pects have become slightly more favorable in many parts of 
the country, and indications point toward larger farm income 
Foreign trade is increasing, and the additional expenditures 
for military supplies are stimulating activity in a number of in- 
dustries. Consumer purchasing power is high, and the de- 
mand for industrial as well as farm products is large enough 
to sustain a high level of business activity indefinitely.—Busi- 
ness Bulletin, LaSalle Extension University, Chicago, Ill 


Consumer Credit 


CONSUMER INSTALMENT credit outstanding at the 
end of May is estimated at 12,913 million dollars, approxi- 
mately the same as at the end of April. The failure of the 
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May total to rise substantially above the previous month is 
in contrast with the usual seasonal increase during the cor- 
responding month of the previous postwar years. Automobile 
instalment sale credit outstanding rose 43 million dollars dur- 
ing May. This increase, together with a moderate gain in 
instalment loan credit, was sufficient to offset a further de- 
cline in instalment sale credit for the purchase of other con- 
sumer durable goods. Charge accounts outstanding at the 
end of May were 46 million dollars above the previous month. 
Total consumer credit outstanding rose 61 million to 19,184 
million at the month-end.—Federal Reserve Board. 


Retail Furniture Report 


FURNITURE STORE sales showed an increase of 9 per 
cent in May, about the usual change for that time of year 
Since the seasonal low of the beginning of the vear, however, 
the over-all gain in sales has been less rapid than in other post- 
war years. Cash sales during May were 11 per cent above 
the April figure, instalment sales increased 10 per cent, and 
charge account sales were up 4 per cent. Despite the sales 
gain during May, total sales during the month were 5 pez 
cent below those of May, 1950 The year-to-year decrease 
was due to the 12 per cent drop in instalment sales, which 
was more than enough to offset the gains in cash sales and 
charge-account sales. Instalment accounts receivable declined 
2 per cent in May, in contrast to increases for the corre- 
sponding month of previous postwar years The decline 
from the level of May 31, 1950 was also 2 per cent. Collec- 
tions on instalment accounts during May were the same as in 
April, but were 4 per cent above those of May a year ago 
The retail value of inventories at furniture stores decreased 3 
per cent during May, but at the month-end was still 33 per 
cent above the level of a year ago. At the prevailing rate of 
sales, inventories on hand at the end of May were equal to 
somewhat less than 6 months’ supply. While this was a de- 
cline from the previous month, it compares with a 4 months’ 
supply on hand a year ago.—Federal Reserve Board 


Consumer Instalment Loans 


CONSUMER INSTALMENT loans outstanding at the 
principal types of lending institutions increased 27 million 
dollars in May, or about the same as in the preceding month, 
and amounted to 4,648 million at the month-end. Compared 
with a year earlier, loans outstanding was up 16 per cent, a 
somewhat smaller year-to-year increase than in preceding 
months. Following the April slackening in loan volume, a 
seasonal upturn occurred in May. Total volume, 715 million 
dollars, was 6 per cent above the year-ago level.—Federal 
Reserve Board. 


Retail Instalment Credit at Furniture and 
Household Appliance Stores 


INSTALMENT ACCOUNTS receivable at retail furniture 
stores continued to decline in May, and at the month-end were 
about 2 per cent below the level of the preceding month-end 
This decline brought such receivables approximately 5 per 
cent below the year-ago figure. Large year-to-year gains have 
been the rule in other postwar years. Household appliance 
store instalment accounts receivable also continued to decline 
substantially in May, in contrast to increases shown during 
the corresponding month of recent years. The amount of re- 
ceivables at month-end was about 15 per cent above the level 
of May 31, 1950. Collection ratios indicate that the rate of 
repayment of furniture store instalment accounts outstanding 
was the same as in April of this year, but above the rate of 
May, 1950. Household appliance store instalment accounts 
were being repaid in May at a more rapid rate than in April, 
but the rate of repayment was about the same as a year ago 
Federal Reserve Board 
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Collection by Correspondence 


WILLIAM J. HAMBLY, M.C.I., Credit Manager, Canadian Varnish Co. Ltd., Toronto, Ontario 


HE ART of correspondence is the ability to impart 

knowledge from the mind of one individual to an- 
other by means of the written word. In the credit pro- 
fession, such an art is not only useful and interesting, 
but essential, if complete success is to be attained. The 
proper application of good correspondence to credit needs 
is one of the required qualifications for those who write 
on collection problems. A credit man should have a 
command of English of a high calibre, in order that he 
may write good letters with brevity and effect. 

It is easy to accomplish a better form of letter writing 
by paying strict attention to the elements of composition, 
such as the basic laws of grammatical structure, punctu- 
ation, and facility of expression. Careful observance of 
these rules will result in a decided improvement. The 
observations which follow, will, we hope, be found 
sufficiently useful and extensive, as to help encourage 
some progress in credit correspondence. 

The construction of grammar is the choosing of words 
and the act of putting them in order, so that expressions 
may possess clarity and force. Correct application and 
knowledge of the rules of grammar are indispensable, tor 
no matter how excellent is the choice of words, this 
cannot offset an improper formation into sentences. As 
a rule, when writing, we have a tendency to try to say 
too much in one sentence. This makes the meaning quite 
doubtful. We can prevent this by a more temperate use 
of conjunctions; also by the presentation of each idea and 
statement in a separate sentence. 


Punctuating the Written Remarks 

After the sentences are formed, the clearness is arrived 
at by properly punctuating the written remarks. The 
act of dividing the letter into sentences, clauses and other 
divisions showing their relationship and dependence to 
each other, is called punctuating. This is a very im- 
portant feature of all correspondence. A complete re- 
view of the main punctuation marks, and their uses, 
would undoubtedly be beneficial to the majority of peo- 
ple. However, the best general rule is to place the 
punctuation marks in accordance with the pauses, which 
occur in ordinary speech. 

If care is taken in the observance of this rule, mistakes 
in the meaning of letters will be avoided. Attention will 
then be focused on specific words, or phrases, which we 
wish te have considered most important. The following 
minute review will give some indication of the correct 
rules to follow in punctuating. The comma is the mark 
most often used in punctuation, and denotes the shortest 
pause of all the marks. It is used wherever you would 
make a trifling pause when speaking. 

Assuming that the comma’s value is 1, in point of 
strength, the semicolon should be valued at 2, and is 


used to mark a longer or more distinct pause than a 
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a he colon 
should be valued at 3, and designates a pause of higher 


comma, and to divide an incomplete sentence 


value than a semicolon and lower than a period. It is 
used after a sentence complete in itself, but followed 
without a conjunction, by some remark or explanation. 

The period, which is valued at 4, is used at the end of 
every complete sentence, excepting where a note of inter- 
rogation or exclamation is used. After punctuation, the 
next consideration should be to put forth an effort to 
learn a good manner of writing. This manner of writ 
ing, or style, is the method of placing thoughts with 
regard to forcefulness, graceful arrangement and the 
dictates of convention. Style cannot be cultivated by any 
fixed set of rules; it depends upon the thinking powe1 
of the mind. 

The main characteristic of a good style is the use of 
brief and simple language, devoid of unnecessary orna 
mental wording. It is not the quantity of writing 
which counts, but the quality. Further, every effort 
should be made to preserve the identity of the writer. 
Important matters should be treated in a well and 
shortly expressed manner. 

The noting of ideas upon a scrap of paper assists in 
making a good choice of words, and avoids unnecessary 
duplication of subject matter. In this way, important 
thoughts are not forgotten, and views more clearly ex 
pressed. Collection letters receive their name from their 
precise and exclusively collection nature. Such letters 
should be plainly written, should be to the point, and 
expressive of no sentiments other than the business de 
mands. They should be brief and concise, yet essential 
words for grammatical accuracy should not be omitted. 
Expressions of courtesy should be observed when circum- 
stances require them. 

The main distinction between Sales and Collection 
letters, is that in a Sales letter you endeavour to entice 
a customer to take something, whereas in a Collection 
letter you endeavour to have him give up something. 
Both types of correspondence embody the principles of 
salesmanship. Collection letters must induce the cus- 
tomer to pay his account. He must be sold on the 
necessity of settlement, and the justness of the demand. 
It must be remembered, however, that even when you 
are persuading the customer it is in his best interests 
to pay his overdue balance, his good will must be retained. 


Qualities Necessary For a Sales Letter 

Further, the qualities necessary to make up a good 
sales letter are just as prevalent in a good collection let 
ter. The personality of the writer provides the friendly 
stimulus that gets the idea of payment across to the cus- 
tomer without provoking or antagonizing him. One of 
the necessary evils for firms dealing with numerous small 
accounts is the use of the form letter. This is an eco 
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nomic necessity in. many ises Nevertheless, the nov ! patrot 


must not be obscured, that if a customer's business ts ielp secur avment 


ill ’ 


worth retaining, payment of his account is definitely Ar this ve of collection action, goodwill is sti " 
worth individual attention Such treatment should be important factor to be considered. Correspondence ohich 


so accorded as often as possible embodies this principle goes far toward bringing in a 
Betore corresponding with a customer, it is essential remittance from an honest, but forgetful debtor. How 
re « spi re ith ; S is ess | 
} t respons ) res \ t tin urther 
that the writer the complete story regarding the in eve if a response ecel st ' 
’ ire . nd on t 
debtedness Onl h such intormation on hand can more demanding, a n in the 
‘ t rr | ? ~ . hy t atc 4 s 
ettective collection ; 1 be taken The collection letter of tone w be governed, in th he customer 
. . . memeedinte a the account is 
should leave no doubt customer's mind concerning worth arn Immediate he accoun 
} } stressec | t vel > | o t r settle 
the justness of the debt and the moral obligation to pay essed alte I . or non 
promptly Never assume ; oN ittitude men 
| | } The fourth lette: ch t \ < lection routine 
It is of prime importance that the debtor be consideres 
as further sales efforts ; s h delinquents 
customer whose trade is to be retained , 
if , TI 7 } ft lay ma Insistence on settlement and sharpness tone May now 
y0SSID l rw small surchaser o ods 1a\ . 
I i be brought into play It is well i definite date 
well be the heavy buver of tomorrow In some cases | Fail t } let ] 
for payment » be made atlure by the debtor to reply 
situations arise which warrant the granting of reasonable pes littl * 
\ t thts st request | ves littie choice than to write the 
extensions of time. Such extensions, allowed and ap = : que ea OK in te 
2 5 , fifth and letter This time reference is made to the 
proved by the credit department only, do much to increase : ; 
previously unpaid balance, and the e on which the 
account Ww | ve turned over to the sol citors 1s advised 
Until such time i customer shows by his neglect Beat 


the goodwill of the ftirn 


' | 
in mind that once the threat of legal action is made 


t » r 1 not y his account s t lage " 5 
hat he cannot or will not pay his account, hi = e ig ie EP a Sa aa 

must be c Ws! ered \ hr ¢ owever when the above 
_ — d . oO valu H } Such a program, as the five letter procedure outlined 
ircumstances d occur, getting your money ts the im ’ 
_ re ssa sn a Is applicable in most general cases However it must 
portant thing. A stern and urgent demand for settle : 
; be noted that there are certain accounts which will always 

ment, or sharp reminder threatening legal action, is then 
require specialized collection correspondence action In 

necessar\ 
: , this category are those customers who have legitimate eX 


The frequency of letters depends upon the pressing cuses for non-payment; those seeking extension of terms 


nature of each individual case. Opinions are varied in those paying on account; those delinquents who send 


the matter of the interval between letters. Generally orders but no cheques, et cetera. 


five letters, with a gradual step-up in urgency, will suffice Most customers are basically honest, and will en 


to decide the position of the indebted party. deavour either to pay or explain their reasons for not 

As mentioned. previously, the first Collection letter doing so. A friendly approach and personal understand 
sent out by many large business houses is the form letter. ing of each delinquent account in the ledger, will un 
It is purposely kept as general as possible, in order not doubtedly prove beneficial. \ willingness to listen to 

be offensive to the customer. The printed nature of any reasonable solution of the customer's problems will 
the letter provides the excuse, that it is only part of the otten gain payment, whereas early threats will not be of 
general office routine ind is to he treated purely as a any ay ul Alw iVs ec certait that conditions warrant 


reminder. severe treatment before such action 


The second letter should be polite and agreeable The correct attitude in all collection correspondence 
merely calling ittention to the customer's iccount past can be optained by \ sualizing that the customer ts betore 
due ind ask ng tor payment Possibly a hint that the you, and that ou are t ilking to him verson ally Carry 
invoice has not been rendered correctly will be the right this thought into your letter, and right appeal is 


approach at this time An endeavour to let the man more easily achieved wen 


Text and Reference Books Published by the N. R. C. A. 


Retail Credit Fundamentals, 318 pages 

Retail Credit Management, 477 pages 

Streamlined Letters, 464 pages. 

Important Steps in Retail Credit Operation, 16 pages 
How to Write Good Credit Letters, 128 pages 
Tested Credit and Collection Letters, 48 pages . . 
The Blue Book of Credit Department Letters, 48 pages 
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—_— 
Srom the Pyesident 


Ir WAS WITH sincere regret that I was forced to forego the 
pleasure of attending the 37th Annual International Consumer Credit 
Conference of the Association held in Chicago, Illinois, June 25-28 
1951. 


, 


As announced at the opening session of the Conference, my 
mother suffered a serious accident a few days before my scheduled 
departure and her condition was such that I could not leave her even 
for a day. I had hoped, until the last, to fly to Chicago for the Thurs 


day session and to be present for the election and installation of officers. 


To have been elected President of the National Retail Credit 
Association is indeed gratifying. I am conscious of the honor conferred 
upon me and realize the responsibility that goes with such an honor. 
I shall do my utmost to measure up to that responsibility and hope, 
with the help of the Officers and Directors and the cooperation of all 


members, to give you a very successful administration. 


Thank you, one and all, for the high honor which I deeply 


Hagin sdladocinnh. 


President 
National Retail Credit Association 


appreciate. 
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THERE IS abundant evidence to prove that credit 
advertising does pay. Scores of cities throughout the 
country have demonstrated the power of publicity in 
educating the consumer to the importance of paying 
bills promptly. It is a well-known fact that collec- 
tion percentages show a marked increase after a 
“Pay Promptly” newspaper campaign. 

The N.R.C.A. has prepared an illustrated portfolio 
showing in detail the series of tested newspaper ads 
that have achieved spectacular results. You are cor- 
dially invited to send for this portfolio which will be 
gladly forwarded without cost. 

After you have studied it and decided upon a cam- 
paign for your community, tell us and the mats, all 
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ready to hand to your newspaper, will be mailed to 
you. The cost is purposely low in order to encourage 
sale. 

For a modest investment in newspaper space, the 
story of good credit can be dramatically presented in 
your community. Every merchant, professional man, 
and all who grant credit will benefit through the 
clearer understanding of the proper use of credit. 

Credit Bureau Managers and leading Credit Execu- 
tives are urged to take the initiative in bringing to 
the attention of the local credit granters the impor- 
tance of starting a “Pay Promptly” newspaper cam- 
paign. SEND FOR YOUR PORTFOLIO TODAY. 





NATIONAL RETAIL CREDIT ASSOCIATION 


375 JACKSON AVENUE 
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(3 HE BOARD OF DIRECTORS of the National Retail Credit Association 


at its Chicago meeting, June 28, 1951, decided to extend the “Buy a 
Brick” Campaign until May 31, 1952. 


Our objective, when this effort was started, was to ask each member to 
contribute one dollar toward this fund. Apparently this was a mistake. We 
found that many of our members wanted to give more than a dollar and they 
did. We also failed to realize that we had numerous friends outside of our 
membership who immediately wanted to know if they, too, could make a 
contribution to this cause. As a result, many local associations, districts, 
credit bureaus, credit bureau managers, credit women's breakfast clubs, break- 
fast clubbers, manufacturers, other associations, friends and others have 
helped to swell this first year's contributions to over $10,000.00. 

In the September CREDIT WORLD we will list the names of all contribu- 
tors and each month thereafter the names of additional contributors will be 
published until the end of the campaign. A complete roll of all who have 
given to the fund will be filed in the cornerstone box on the first floor of the 
new building. 

Of course, our reasons for extending this campaign are to complete the 
original objective to free the building from debt and to permit many who may 
wish to become participants to share in this project. 


How much we can add to the fund this year depends on what all of us put 
into this effort 


WILL YOU HELP? 

Charterer , £ 
yR.EUGENE B-POWER Ages “we c 
UNIVERSI! wi cROFILUS Chairman 


313 NO.FIRST ST- “Buy a Brick” Campaign 
HICH. 
ANN ARBOR. 

















